














| Accuracy, 

, For + have 
lubs that 

, Fi 


ou mu 


te up to 
THESE 
-\ "STOPPERS 


Advertisements like this half page in 
the golf magazines will stop even the 
most casual reader and interest him 


in Grand Slam Golf Clubs. 


Tie yourself up to this attention-get- 
ting campaign by displaying the 
Grand Slam line in your store and 
using the Stewart Maiden chart to fit 
clubs to your customers. This is the 
first of a series of novel advertise- 

ments that will run in big space 

through the entire golf season. 


Attractive catalogs and display 
material on request. 


HILLERICH & BrapsBy Co. 


INCORPORATED 


Louisville Kentucky 
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THE GOLD STRIPE IS AN EXCLUSIVE PATENTED P.P.G.CO. FEATURE 


PITTSBURGH PLATE GLASS CO. 


MANUFACTURERS AND DISTRIBUTORS @ 71 CONVENIENT WAREHOUSES 
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“It’s easy to sell 


PLYMOUTH 
ROPE 


if you 


DISPLAY IT!” 


Tue experienced hardware dealer knows that you can sell Plymouth 
rope now if you display it. In every season of the year your customers 
have need of the strength, durability, and dependability of PLYMOUTH 
Ship Brand Manila Rope. 

The two new, photographic, Rope Knot Panel Display Boards (shown 
at the left in greatly reduced size) will interest the passer-by of every 
age, and bring him into the store. Other sales-helps dramatize the 
manufacture and application of Plymouth rope, including the cut-out 
display with an actual sample of Manila fiber; and an exact reproduc- 
tion of a giant 21-inch cable-laid mooring line, the largest rope ever 
made in the Plymouth ropewalk. 

All these, and the ingenious Rope-by-the- Foot Selling Chart — which 
demonstrates the economy of Plymouth rope, and makes it easy for 
you to sell it profitably by the foot — will be supplied free either on 
direct request or through your own jobber. For illustrated folder and 
further information on Plymouth rope displays for making sales, write to 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass., and Welland, Canada 





The Rope You Can Trust 


1932 
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Super 


ALSPAR 


CLEAR andinCOLORS 





A new and even finer product, SUPER VALSPAR—Clear Varnish, 


Varnish Stains, and Enamels. Made by the Valenite Process. 


New Boiling Oil Test proves Super Valspar TWICE as durable. 


And, of course, it won't turn white. 


/ 
3 New self-stirring, spi!l-proof 2 1 2°s> 
f 













Enamel can. ts 
Original Valspar 
Test 


New Clear Varnish can, 
with spout that opens at 


press of thumb. 





broadcasting. 


“we schedule of radio 


Attractive new proposition 
to dealers. 


NEW— Boiling Oil Test 
Proves Super Valspar 
TWICE as durable 


VALENTINE & COMPANY 


Division of THE VALSPAR CORPORATION, 386 Fourth Avenue, New York, N. Y. 
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For it is the Robertshaw, 






and the Robertshaw advertising 
campaign, that starts women 
FOR thinking about a new range. 


CONSOLE 
RANGE S$ 





This year, when you need all 


the sales assistance you can get, 





why not cash in on the Robert- 





The Robertshaw, both directly shaw campaign to the very limit? 
and indirectly, has helped you 


sell more gas ranges every 





\. 
MODEL “F” 
FOR TABLE TOP AND 
we will tell you how to do it! Cconsote rances 


Just drop us a letter and 


year during the past ten years. 


ROBERTSHAW THERMOSTAT CO. 


YOUNGWOOD, PA. 
APRIL 21, 1932 











TO FULFILL A POPULAR DEMAND 


HE trade will welcome the introduc- 
tion of these recent additions to the 
already extensive National line. 


e 





NEW HARDWARE CREATIONS 


In this new merchandise, are incorpo- 
rated not only new ideas in design but 
also improved advantages in service. 


reputation back of this hardware elimi- 
nates all hesitancy on the part of the 
purchaser in adopting a new article. All 
the other members of this large line of 
builders’ hardware have proved their 
worth and merit as products of quality. 





The name National instills buy- 
ing confidence. Hardware deal- 
ers everywhere testify to this. 
May we demonstrate tt to you? 
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grr 2 NATIONAL MANUFACTURING CO. 








STERLING - ILLINOIS 


National hardware is sold direct to the retail dealer—a policy 
that promotes quality, service and direct selling cooperation. 















No. 711 Friction Catch No. 14 Bar Holder No. 318 Stay Roller No. 319 Stay Roller No. 320 Stay Roller 
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Four years ago this clapboard surface was painted with 

Dutch Boy White-Lead. Notice the excellent condition of 

the paint which still completely protects the surface. No 

cracking and no scaling. No burning and scraping required 

here at repaint time. Is there any other paint that can 
match this performance? 





The Carter brand of pure 
white-lead is also sold by 
National Lead Company. 
Whether your customers 
purchase Carter or Dutch 
Boy White-Lead, they are 
assured of obtaining white- 
lead of the highest quality. 





NATIONAL LEAD COMPANY 
111 Broadway, New York; 116 Oak Street, Buffalo; 900 West 18th 
Street, Chicago; 659 Freeman Avenue, Cincinnati; 820 West Superior 
Avenue, Cleveland; 722 Chestnut Street, St. Louis; 2240 24th Street, 
San Francisco; National-Boston Lead Company, 800 Albany Street, 
Boston; National Lead & Oil Co. of Pa., 316 Fourth Avenue, Pitts- 
burgh: John T. Lewis & Bros. Co., Widener Building. Philadelphia. 


APRIL 21, 1982 


A putcH Boy job 
doesn't call for 
the blow torch 















@ Examine carefully the photograph at left of a clapboard 
surface painted with Dutch Boy White-Lead four years 
ago. Notice that the film. is still in excellent condition. 
Naturally, the paint shows some signs of weathering after 
four years’ exposure, but there’s no cracking and no scal- 
ing. Here’s proof that a Dutch Boy paint job stands up in 
a superior way...that it doesn’t call for burning off with 
the blow torch at repaint time. 

As long as you or your customers can remember, paint 
made with pure white-lead has maintained an unchal- 
lenged reputation for wearing qualities. The experience 
of thousands of users...of property owners and good 
painters everywhere... proves that Dutch Boy gives com- 
plete surface protection for years on end. It does not 
erack or scale. It wears down smoothly by gradual chalk- 
ing and provides an excellent surface for repainting. 

Is it any wonder that property owners 
everywhere prefer pure white-lead paint, or 
that 8 out of 10 painters use Dutch Boy? 

Dutch- Boy is sold in both heavy and 
soft paste forms. 1214, 25, 50 lb. pails and 
100 Ib. kegs. 
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DIXON PAINTS 
“RING THE BELL” 


Cash registers chime only as long and as often as the goods you sell “ring the bell” with your 


customers. 


With just five Dixon Paint items, you can please—permanently—master painters, home owners, 


offices, industries, and farmers. 


DIXON’S INDUSTRIAL PAINTS 


A good seller wherever there are tanks, bridges, smoke- 
stacks, railroads, mines, etc. Easy to apply, gives best 
protection for a longer time. 


DIXON’S BRIGHT ALUMINUM PAINT 


Unequalled for covering power, resistance to elements, 
and brilliance. The finest aluminum pigment and 
most durable spar varnish assure this. 


DIXON’S MAINTENANCE FLOOR PAINT 


Withstands hard wear and weather as an all-purpose 
floor covering for wood, composition, concrete, 


cement and linoleum. Factories, schools, hotels, homes, 
etc., use and recommend it. 


DIXON’S UTILITY PAINT 


A good paint for wood and metal work where serv- 
ice requirements do not make a higher priced paint 
desirable. Weatherproof and waterproof. Dries in 
4 hours. 


DIXSPAR VARNISHES 

Dixspar Exterior Varnish will not crack or turn white 
and is proof against water, weather, and wear. Tough 
and elastic, it has unusual resistance. 

Dixspar Floor Varnish dries in 4 to 6 hours and gives 
a beautiful finish that withstands heavy foot wear. 


Dixon Paints are backed by a house whose reputation for quality goods and square dealing has been above 
reproach for over a century, whose products are known and used by consumers the world over. 


Products, profits, and sales plan are right. Ask for a copy of our 1932 Paint Catalog No. 40-B. 


PAINT SALES DIVISION 


ROK 


JOSEPH DIXON CRUCIBLE COMPANY 


NEW JERSEY 


Established 1827 
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What Chance Has the Dealer Got? 


BY 


E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


N these unusual economic times, the dealer should protect himself by 

doing business only with live, up-to-the-minute jobbers—for the jobber 

is now called upon to transmit lower prices and greater values as made 
available by the manufacturer. 


If he has properly deflated—if his organization is efficient and 
modern—he is in position to give the dealer low prices, better quality, 
greater service. If not, the dealer will invariably suffer. 


e geLiving There are some fine jobbing houses which 
i Ce Pash ue ; do not as yet handle Clover abrasive papers 

J and cloths—but you may be sure that the 
many which do are all high-class, reliable 
concerns. We are proud of those with whom 






we deal. 

In any event, check up your jobbing con- 
nections, and if they are still doing business 
| as of the last generation, better connect up 
with a 1932 model. You can’t succeed if you are tied to a dead one. 














eee paceman: pees ~~ 7 


E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY You may send me, without obligation, samples of: 
“a Green-Stripe S Sandpaper. 


| 
NORWALK, CONN., Vv. S. A. Pee i Red-Stripe Turkish Emery Cloth—for polishing. 
‘Yellow- Stripe Aluminous Oxide Cloth—for cut- 
ting hard metals. The universal shop abrasive. 


| Clover t Grease-Mixed Grinding Compound. 








SANDPAPERS 





METAL-CUTTING PAPERS AND CLOTHS 


Name 





| _Address 





| Clover Water-Mixed Valve-Grinding Compound. 
CLOVER GRINDING AND LAPPING COMPOUNDS | 


Character of business 


APRIL 21, 1932 11 









PURCHASE NOW! 






















NOTE—A LIST OF 
HARDWARE RETAILERS 
1S NOT INCLUDED IN 
THIS PUBLICATION— 
WRITE FOR DETAILS 


IT IS OBTAINABLE AT THE LOW PRICE OF 


$10.00 


PER COPY 


USE THIS COUPON TO FILL YOUR 
REQUIREMENTS PROMPTLY 


HARDWARE AGE VERIFIED LIST 
239 West 39th Street, New York 
GENTLEMEN: 





Kindly send me ...... 


THE TWELFTH EDITION OF 


HARDWARE AGE 


VERIFIED 
LIST 


WHOLESALE HARDWARE HOUSES 
WHOLESALE HEAVY HARDWARE HOUSES 


WHOLESALE DISTRIBUTORS MILL SUPPLIES 


PLUMBERS and TINNERS SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 


HARDWARE CHAIN STORES 


WE need hardly point out the necessity and value of 
an authentic hardware jobbers list, compiled and spon- 


sored by HARDWARE AGE. 


It not only authoritatively gives you the names of the recog- 
nized hardware jobbers, but also includes their capitalization, 
the territories they cover, the number of men traveled, the 
lines handled and, in most cases, the names of officials and 
buyers. 


Such a publication is indispensable to sales managers and 
advertising managers. Furthermore, many firms find it high- 
ly advantageous to give copies to their road salesmen and 
district representatives. 


: 
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15,000 prospects 
for painting... 























a Wallhide advertising proves its business-getting power... 
a Dealers everywhere report large sales increase... thanks to 
this new Vitolized Oil paint and the sales promotion behind it. 
a only two months the great Wallhide advertising Get your share of this business! 
campaign has proved its “sek age Sia If you’re not getting your share of this business, you 
Coupons by the thousands are pouring in from home- can! Because it’s there to be had. Start today to identify 
owners who want to know more about the One-Day — 727 an ' 
nes ; : i ates “your store as a Wallhide store. By using the compelling 
Painting now made possible by this new Vitolized Oil Wallh; " ‘ a a i 
: . Hits allhide window banners we furnish, by setting up the 
wall paint. We know of no other paint advertising that / a4 . i : abies 
var eaiied carl ot maaan reibeine. Counter Test Outfit and featuring this new Vitolized 
7 ; : Oilpaintyou benefit by increased sales, additional profits. 
50% of inquiries result in sales Remember—only Wallhide can bring Wallhide results. 
Wallhide advertising is aimed to create sales for you. “That’s because it’s the only paint that contains Vitolized 
And that is exactly what it is doing! The experience Oil. It wears longer, covers better, spreads easily and 
of dealers everywhere proves that more quickly. It brings your customers One- 
than 50% of the inquiries on Wallhide Day Painting —ends days of painting 
result in actual sales, actual profits in disorder forever. 
the cash drawer. Mail:the coupon today for free Dealer 
Here is how it works: To the thou- Plan Book that describes the Wallhide 
sands who send us the coupons from the advertising campaign in detail and illus- 
Wallhide advertisements we mail the trates the many dealer sales helps we 
Wallhide Test Outfit together with the furnish. Pittsburgh Plate Glass Com- 
name of the nearest Wallhide dealer. pany, Paint and Varnish Division, 
Once they _ Wallhide—see the ad- Dept. 244 Milwaukee, Wisconsin. 
vantages of Vitolized Oil—more than 
F half of these prospects be- SEND FOR FREE aie mice 
: come Wallhide customers. DEALER PLAN BOOK /~----------=------------- ====5 
& PITTSBURGH PLATE GLASS COMPANY, 
: Paint and Varnish Division, Dept. 244, 


WALLHIDE 
24 IVORY 
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WALLHIDE 


The “Vitolized Oil” Wall Paint 


‘ 
i 

1 

; Milwaukee, Wisconsin. 

{ Without obligation, please send me your Dealer 
} Plan Book and Sales proposition on Wallhide, the 
1 Vitolized Oil wall paint. 
! 
' 
i 
1 
i 
i} 
i 


Name... 


Address 















Patent applied for 


The Box 
protects the stock 

















Don’t let any precious sales possi- 
bilities be lost through low stocks. 
This is your season. Gold Strand 
Insect Screen Cloth, Clinton Poul- 
try Netting and Hardware Cloth, 


) Perfection Door Springs, Nails 


and Brads are all Quality prod- 


,ucts and are ready sellers and 


Cut the Gold Strand Measuring Tape 
with the Screen Cloth... 


always consistent money makers. 
Check your stocks today. Insist 
upon Gold Strand now. Should 
your own local jobber be unable 
to supply you, advise us and we 
will have a jobber near you supply 


GOLD STRAND.... with- 
out delay. 


AMERICAN WIRE FABRICS CORPORATION, Subsidiary of Wickwire 
Spencer Steel Co., 41 East ‘42nd St., New York City; Buffalo, Chicago, Tulsa, 
Worcester; Pacific Coast Headquarters: San Francisco; Branches and Ware- 


houses: Los Angeles, Portland, Seattle. Export Sales Dept.: New York City. 





Black Painted 
American Galvanoid 


American Bronze American 
(in bright or dark finish) 


Hard Copper 











S 


business-getting 
| RAN D hem to you Pee 
them to you FREE. 
INSECT SCREEN CLOTH 


with the GOLD STRAND measuring tape 


For the HARDWARE TRADE 
Clinton Hex Mesh Poultry Netting — Clinton Straight-line Poultry 
Netting — Clinton Hardware Cloth — Perfection Door Springs — 
Wissco Clothes Lines — Nails and Brads — Insect Screen Cloth 


Ask yaur jobber's 
salesman for a 
supply of these 


little books. He 
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Even Old Man Depression himself would cheerfully 
part with 25c when it will save six or more brushes 


No one knows better than you, Mr. Merchant, that 
this is a day of saving—not spending. Hence Sava- 
brush—whose mission in life is to make old paint 
brushes new—is right in tune not only with Old 
Man Depression but with Old Lady Thrift herself! 

For it is certainly a lot easier to shell out 25c 
to “save” six or more brushes than to try and buy 
even one decent brush at that price. 


So here’s a new full-color display container that 
ties up your store with our advertising story... 
twelve little half pound cartons lined up in regi- 
mental rows—a self-seller and a double-quick one! 
Schalk Chemical Co.,Los Angeles and Chicago. 
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Every property-owner knows that Cyclone Chain-Link Fence is the best pos- 
sible protection he can buy. That’s why you see it around factories, public 
utilities, clubs, and estates—not to mention thousands of modest homes. 







NDNA 
WIOLS 
Now you sell the same Cyclone Chain-Link fabric—in 45” height—at a price RX 
that every one of your customers can afford. You can sell it in rolls, ready for 
easy erection on wood or steel posts. No cutting or waste—with a single strand 
you can detach or splice. 


pare T ee ee eae: 
id SECA occ SD 


Here is the key to the fence business in your community. And remember— 
this is genuine Cyclone quality—copper-steel Chain-Link fence, Hot-Dip Gal- 
vanizing After Weaving. If your jobber cannot supply you, or offer the “Red 
Tag” items shown below—Write us. 
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CYCLONE FENCE COMPANY, General Offices, Waukegan, Ill. NS ‘4 4 
AWWA NY } 

Branch Offices in all Principal Cities ~ SONG @ 

SUBSIDIARY OF UNITED M)STATES STEEL CORPORATION RRS ’ 

NA S) ‘S ¢. cz < ¢ SPS QQ H y) f 

Pacific Coast Division: STANDARD FENCE CO., Oakland, Calif. WRG” r Eo 
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CYCLONE 
BURNIT CYCLONE 4 
BASKET LAWN FENCE 

A rubbish basket and h ; 
coer "in pan 7 Hither Aen CYCLONE 











sizes. Also the larger 
“Catch-all.” 


WIRE SCREEN CLOTH 


Highest quality, protected by spe- 
cially strong containers. 
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ALONE. (4-4eled’ 


Here is something NEW ... WANTED 
ooo MOPELABLE For rvery Hardwcre Dealer 

The New 
CHAPIN LAWN EDGE TRIMMER 


Alone in its field! Here is a Lawn Edge Trimmer which Digs a Trench, 
Cleans it out and Trims the Edge all in one speedy, easy operation almost 



















~~ ee 


as fast as you can walk along. 





The Chapin Lawn Edge Trimmer fills a long felt need. You can sell many 


this Spring and Summer. 


The 5 color display shown here, in your 
window, will bring customers into your 
store. Be sure to display it. Be well 
stocked! 


Every home lover is a prospect. Sell a 
Chapin Lawn Edge Trimmer to folks who 
buy garden tools, a lawn mower and other 
items for use around a garden. 


Makes trimming edges a pastime! It 
Cleans, Digs and Trims in one operation. 


Will not be sold thru mail order houses 
or chain dollar stores. 


Ask your jobber or write The R. E. 
Chapin Mfg. Works for liberal discounts 
based on 75c retail price. 


Order from your jobber .. . or direct 
from us and tell us his name and address. 
You will be billed thru him. We will 


send the window display direct to you. 






SPLENDID 
75e to $1.00 
SELLER 


Made of high grade heavy gauge steel. Heavy varnished hardwood 







handle, securely fastened with welded on steel band. 


This sturdy tool, built to last, is attractively finished in bright red 


enamel. 


THIS WINDOW CARD 
FREE 


With an Order for 1 Dozen or More 


Trimmers 










TRIM THE 
EDGES OF 
YOUR LAWN 


in this easy 


NEW WAY’ 

















Manufacturers’ 
Agents 
READ THIS: 


Write us for liberal proposi- 
tion introducing this fast-selling 
article to jobbing trade. Good 
territories still open. 














THE R. E. CHAPIN MFG. WORKS, 29 Liberty Street, Batavia, N. Y. 


APRIL 21, 1932 
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THEY’LL ALL 
KNOW ABOUT 


THIS HOSE 


EMERALD 





cam 
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Right now, late this month, and all through 
May, the largest body of gardening, lawn- 
making, home-owning people in America will 
be seeing this message: 

The finest lawn and garden hose on the 
market today is GOODYEAR EMERALD CORD. 


We shall tell them just why it is, too — 
built up of double braids of double-double 
cord. Tough, flat-ribbed cover to withstand 
scraping and dragging. Beautiful — as green 
as the turf it grows! 

Lasts so much longer that its slightly higher 
first cost is bound to be lost sight of in the 
seasons and years of longer life and trouble- 
free service. 

See these advertisements yourself — in 
Saturday Evening Post, Better Homes and 


‘ Gardens, and other magazines. 


One additional point you can make about 
the economy of Goodyear Emerald Cord 
Hose —the golf and country clubs (Scotch- 
men all!) regard it as preferred equipment. 
Goodyear builds it! — and advertises it. 

Other Goodyear quality lawn and garden 
hose are Wingfoot, Glide, Pathfinder and 
Elm brands. 


oe 





TUNE IN on the Goodyear Program over N. B. C. Red Network, WEAF and Associated Stations 
HARDWARE AGE 
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by H. W. CONDE, President 
W.W. Conde Hardware Company 
Watertown, N. Y. 


Y experience of over a 
quarter of a century in 
the retail and wholesale 


hardware business leads me to 
believe that only in exceptional 
cases do hardware merchants 
take full advantage of the oppor- 
tunities which their display win- 
dows offer. 

Let any merchant with a cen- 
trally located store who treats his 
windows lightly, check the num- 
ber of people who pass by his 
windows on a busy day. He will 
probably be astonished to find 
that the number of passersby 
compares favorably with the cir- 
culation of his local newspaper 
in which he spends considerable 
sums for advertising every year. 
No progressive merchant would 
consider it wise to insert unat- 
tractive, poorly prepared adver- 
tisements in his newspaper and 
yet in many instances he fails ut- 
terly to make proper use of his 
windows which have equally as 
great potentialities as business 
builders. If the same degree of 


20 


Some windows typi- 
cal of those by the 
W. W. Conde Co., 
Watertown, N. Y. 


skill and care is used in designing 
and trimming his windows as is 
used in laying out and preparing 
his advertisements, he will soon 
find that his windows offer one of 
the most productive mediums at 
his command. 


No Cut and Dried Rules 


In making this statement, I -of 
course realize that every wide- 
awake merchant has a secret am- 
bition to make his windows “the 
talk of the town.” He would like 
to make them more appealing, 
but how can it be done? There 
are very few, if any, cut-and- 
dried rules that offer definite 
help. Unless the store is above 
the average in size, the job of 
trimming the windows must be 
left to one of the clerks who has 
some aptitude for the work. He 
is instructed to display certain 
seasonable items, usually more 
than is good for the display, and 


Windows 


to make the window as attractive 
as possible. This he does by the 
use of standardized effects, some- 
times resorting to crépe paper for 
a much needed touch of color. 
Such procedure may well be com- 
pared to the building of a house 
around_its furnishings and usu- 
ally produces about as harmoni- 
ous results. 

A window, to be good, must be 
unusual. Above all, it must be 
attractive. It must appeal to the 
imagination. No window which 
depends entirely upon the dis- 
play of wares for its effect can 
possess these qualities. I admit 
that there are times when these 
rules do not hold good, such as 
in cut-price sales when the entire 
appeal is based upon price. 
These windows, I am excluding 
from this discussion as they re- 
quire no particular skill in their 
make-up. 

Our windows, some of which 
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that Boost Sales 


H. W. Conde, of W. W. Conde Hard- 
ware Co., Watertown, N. Y., tells 
how his unusual windows are built 





are reproduced herewith, are 
usually planned several weeks in 
advance of their appearance. 
The more important windows are 
discussed in our weekly store 
meetings and colored sketches 
are prepared showing every de- 
tail of the proposed arrange- 
ment. When the sketch or lay- 
out is approved it goes to our 
window trimmer who follows it 
with the same precision that a 
builder follows a blueprint. 

We strive to produce natural, 
realistic effects as much as pos- 
sible. In doing this we find we 
can resort to nature for much of 
the material required for the dis- 
play. This is not only effective 
but economical. In the hunter’s 
window shown herewith, we re- 
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produced the inside of a hunter’s 
cabin by using as-the side-walls 
slab boards from which the bark 
had not been removed. A junk 
shop yielded an old rusty stove. 


The figure of a weather-beaten 
hunter reposed peacefully in an 
old rocking chair before the im- 
aginary fire. A deer’s head, a 
few stuffed animals (borrowed 
for the purpose) an old cot cov- 
ered with a bear skin, and a 
faded rag rug completed the pic- 
ture. The total cost of this win- 
dow was less than ten dollars, but 
what a setting it provided for our 
fall display of guns, ammunition 
and hunters’ supplies! It attracted 
much attention and was some- 
what responsible for the profit- 
able business we did in our gun 
and ammunition department last 
fall. 

Our fishing window, which was 
awarded first prize by the judges 
of our local Spring Display con- 
test, was equally as effective and 
even less expensive. By means 
of a small rotary pump we de- 
livered a stream of water to the 
top of a miniature falls located 
in the back of our windows. This 
water trickled over the falls and 
formed a small stream which 
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wended its way over pebbles and 
rocks until it finally ended in a 
pool of deeper water in the front 
. part of the window. In this pool 
we placed about twenty-five fish. 
Their movements attracted a 
great deal of attention. In this 
case, a sky-colored background, 
an imitation stonewall, a clump 
of pussy-willows, a tank, some 
moss, pebbles and rocks were all 
of the “properties” we required 
for a much-talked-about display. 

We have just completed one of 
the best holiday seasons, from the 
standpoint of retail sales, that 
we have had during the fifty-two 
years of our history. I feel that 
no small part of this record was 
due to a very unusual window we 
had during the month of Decem- 
ber. Those who have visited the 
City of Watertown, N. Y., or 
passed through it on the way to 
the far-famed Thousand Islands, 
are familiar with our “Public 
Square” on which our store is lo- 
cated. In the window I refer to. 
we reproduced in miniature the 
“sky-line” of the section of Pub- 
lic Square which includes our 
store. The detail of all the build- 
ings was reproduced so accurate- 
ly that the observers immediately 
recognized what the window rep- 
resented. By means of traveling 
belts small figures attached there- 
to approached our store from op- 
posite directions and made their 
way into our “front entrance.” 
Thus these imaginary shoppers 
continued to flow in CONDE’S 
from morning till night and 
formed what we called the 
“Conde Christmas Parade.” The 
thought was carried out not only 
in our windows but in our news- 
paper advertising with the result 
that the “Conde Christmas Pa 


rade” became not only a slogan’ 


in our windows but a reality in 
our store. 

As a background for this dis- 
play, we used a wintry blue sky 
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with a big yellow moon, actually 
illuminated, and stars. Superim- 
posed over the sky in cut-out 
form was a reproduction of Santa 
Claus and his six reindeer. Ev- 
erything in the street scene was 
realistic even to the street lights 
and mail boxes. The snow-cov- 
ered floor of the windows in front 
of the buildings furnished ample 
space for the display of our 
Christmas specialties. This win- 
dow was so popular among both 
children and grown-ups that there 
was a crowd around it from 
morning until late at night. 


Any Hardware Store Can 
Use These Windows 


No doubt some merchants feel 
that windows such as I have de- 
scribed, while perfectly proper 
for stores in the larger cities, are 
far too elaborate for stores in the 
smaller centers. If the windows 
are large enough to carry such 
displays, I can conceive of no 
hardware store that cannot use 
impressive displays profitably. 
The smaller the town, the less 
will be the competition from the 
windows of other merchants. | 
know of many towns where one 
good window display would 
stand out like a giant among 
pygmies. 

We maintain our own work- 
shop for the production of our 


displays. All designs, back- 
grounds and other accessories 
are made there. We try to view 
every window display in the same 
light that an artist views a pic- 
ture which he is about to pro- 
duce. It must be built around 
one central thought; it must be 
attractive, harmonious and real- 
istic if it is to appeal to the eye 
of the passerby. If it subtly 
suggests the use of the article or 
articles included in the display, 
it will pull on the purse-string 
of the observers. 

This is a year when resource- 
ful merchants will use every 
means at their command to main- 
tain volume and increase rev 
enue. Courteous, attentive ser- 
vice to customers within the store, 
while imperative, is not sufh- 
cient. Merchants must think 
more and more about ways and 
means. of increasing patronage. 
Advertising in its various forms 
will be more carefully consid- 
ered than ever before and in this 
connection window displays 
should not be overlooked. Every 
hardware store window presents 
an opportunity and a challeng« 
to its owner. If properly used it 
has real pulling power and will 
produce results at a compara- 
tively small outlay of time, effort 
and monéy. 














Turn to page 33 for this week’s original Hard- 


ware Age Window Display Suggestions. 

built with the Hardware Age interchangeable dis- 

play fixtures. An instruction sheet is available for 

building the fixtures. Hundreds of retail dealers 

have availed themselves of this service. It’s yours 
for the asking. 


They are 
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le Customers Do Not Build 


Sell Them Paint 


ASHING in on the spring 
‘& “clean-up” season is quite 
an accomplishment with 
McGowin-Lyons Hardware & 
Supply Company of Mobile, Ala. 
Property owners are being ad- 
vised that there is no time like 
“now” to make imporvements 
while material and labor are 
cheap and jobs are needed by 
carpenters, painters and other 
members of the building crafts. 
As a result of preaching this mes- 
sage in its advertisements, in its 
mail literature and through its 
sales force the concern has been 
able to add considerably to its 
volume and a number of Mobile 
citizens have “new homes at old 
addresses.” 

A member of the firm points 
out that in Mobile as well as in 
other cities there has been no 
building to speak of since 1929 
but there are many old houses 
that could be profitably fixed up. 
They were neglected to a great 
extent during the building boom 
as eyes turned toward new sub- 
divisions and now since the de- 
pression many persons feel that 
they can not spare the money to 
make repairs. 

But this company has been suc- 
cessful in its argument to prop- 
erty owners that in making 
needed improvements they are 
really only taking money out of 
one pocket and putting it into an- 
other. In other words they point 
out that a home may be made 
much more livable and be worth 
more in intrinsic value by being 
remodeled and if the house is 
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McGowin-Lyons, Mo- 

bile, Ala., hardware 

dealers, stress oppor- 

tunity to remodel and 

paint economically 
at this time 


rented its rental value is in- 
creased and often more than the 
amount spent for repairs. 

The concern recently cooper- 
ated with lumber, paint and other 
building supply dealers in “sign- 





ing up” property owners on 
agreements to have certain 
amounts of work done about the 
home as an unemployment meas- 
ure. This cooperation was gladly 
given since every remodeling job 
requires such items as_ paint, 
nails and tools, all handled by 
the store. As a result of this 
campaign, business among build- 
ing supply dealers in Mobile was 
boosted more than 20 per cent. 
The campaign stressed also re- 
pairs to yards and gardens re- 
quiring such items as wheelbar- 
rows, rakes, hoes, forks, spades, 
wire, hinges, latches, etc. 
McGowin-Lyons cooperates 


with a number of painters and 


carpenters who have their head- 
(Continued on page 44) 














PRING time is clean up, 


NOW is time to do 
that spring repairing 
cleaning and painting 

















paint up and repair 
time. Those little odd jobs 
about your home... have 
them attended to now and 
at the same time help Mo- 
bile’s unemployed by creat- 
ing work for them. 
Have those faulty screens 
fixed . .. replace bad hinges 
... broken fixtures... . clean 
up and paint up in general 
utify your premises 
. + mend your gate... re- 
pair your fence, etc. 
All of this*can be done at a 
nominal expense now ... 
material and Jabor is sur- 














prisingly inexpensive. 









Fixtures and Hardware. 





Hardware §& 


Included In Our Stock of Spring Cleaning 
and Repairing Necessities You Will Find 


Paints and Varnishes, Screen Wire, 
Fence Wire, Hinges, Latches; Other Spades, Water Hose and Other Gar- 


JSupply Company 


Wheelbarrows, Rakes, Hoes, Forks, 
den and Yard Implements. 
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Windows for me Paint 
and Clean Up Season 











HA 


Up 


HE spring 
season 
should be a 


harvest for the 
hardware store. 
Painting and 
cleaning is occu- 
pying the atten- 
tion of most peo- 
ple. Then comes 
the lawn and gar- 
den work with its 
requirements in 
the way of garden 
tools and_ seeds, 
shrubs, etc. 

The windows 
chosen as exam- 
ples of spring at- 
tractions are va- 
ried in their treat- 
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ment because of 
the different prob- 
lems they present. 
For instance, the 
L shaped window 
of the Sullivan- 
Freeman Hard- 
ware Co., Green- 
ville, S. C., is 
typical of the 
newer windows 
used where wide 
lobbies _ prevail. 
This window is 
shown at the top 
of page 24. 
Springtime and 
flowers encourage 
the gardeners of 
Oak Park, IIl., to 
step in and try out the Walker 
Co. stock garden equipment. A 
colorful and inviting window. 
(Lower photo on page 24.) 
Crepe paper made a riot of 
color and sold paint for Schwarz 
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Bros. of Detroit, as shown in the 
picture at the top of this page. 
This window and the Walker 
window are good examples of 
handling a display in smaller 
space than the others. 
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Harry Imler of Tuttle Bros., 
Westfield, N. J., stops them with 
displays like the wide window at 
the bottom of this page. A good 
example of grouping and attrac- 
tive arrangement. 
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Mooney 
Grows 


HROUGH- 
OUT the 
United 


States hardware 
stores in commu- 
nities of all sizes 
are finding the 
sale of rose 
bushes and 
shrubs of different varieties an 
excellent means of additional in- 
come, during the spring planting 
season. Some dealers find it to 
their advantage to carry these 
lines for several months, accord- 
ing to locality, while others carry 
this merchandise for special sales 
periods of one day or more. Dis- 
playing bushes and shrubs is a 
relatively simple matter, as a 
sidewalk display together with 
some local newspaper advertising 
will attract a great deal of atten- 
tion. 

People attracted by the bushes 
on display can be induced to lay 
in a supply of other gardening 
essentials, such as tools, fertil- 
izer and lawn equipment, such as 
grass seed, hose, lawn mowers and 
other implements. Roses are the 
best selling shrubs, generally, 
though some dealers are able to 
dispose of quantities of Sweet 
William, Clematis, Weigela, 
Quince and Evergreens. 


A dealer in Connecticut 
says: “We believe that the retail 
hardware store is perhaps the best 
outlet, because it is in touch with 
spring requirements such as gar- 
den tools, seeds and in some 
cases fertilizer. These lines na- 
turally tie in with the sale of 
roses and probably shrubs.” An- 
other store added such lines be- 
cause, “Roses have been a hobby 
of the senior member of the firm 
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Shrubs 


by KENNETH A. HEALE 


for many years.” 
He has furnished 
considerable ad- 
vice in the care 
of them, which 
led to many 
sales. 

In Danbury, 
Conn., a dealer 
holds an annual rose bush sale, 
at which time most of the best 
known varieties of rose bushes 
and small shrubs are sold for 
one day only. No special orders 
are taken, orders being filled 
from stock. What is left is given 
to hospitals, homes, parks, etc. 
This store has been handling rose 
bushes and small shrubs for 
twenty-five years. Local adver- 
tising is done a few days prior to 
the sale. Approximately 100 
types of shrubs and bushes are 
displayed in 1000 square feet. 


Another New England dealer 
advertises for about three days, 
in the sale of roses and bushes as 
“the hardware store is in touch 
with customers that buy fertil- 
izer, insecticides, seeds, etc.” 
The firm sells about 500 rose 
bushes. A member of the firm 
said, “We find that the lower 
priced roses are handled by the 


department stores. They get 
more volume but there are plenty 
of people that will pay the small 
difference in price and get a 
larger and older bush that will 
blossom the first year.”” Popular 
priced items are sold. 


A dealer in New York State 
says, “We do not guarantee these 
bushes to grow but we really 
have very few complaints as 
most of them will grow if given 
the proper care. Our best adver- 
tisement for selling rose bushes 
is to tell our customers that we 
keep the left over bushes for our 
own gardens and that they have 
grown very well.” 

Some of the dealers carry a 
variety of grades, while others 
find it advantageous to sell but 
one price line. 

Whether bushes and shrubs 
are sold for one day or two 
montlis, they provide a fine 
means for getting additional 
sales volume and a good method 
of making sales on garden equip- 
ment, seeds, insecticides and fer- 
tilizer, because of the limited 
space required for display they 
are very conveniently handled 
and stocked. By studying: plant- 
ing requirements and familiariz- 
ing himself with the equipment 
and material needed for planting 
bushes and shrubs the hardware 
dealer can get a good extra vol- 
ume during the spring months. 
with no great effort on his part. 





King Hardware Holds Shrub and Bush Sales 


As a means of getting extra 
sales volume, the main store of 
King Hardware Co., Atlanta, Ga., 
held a sale of bushes and shrubs 
last year. The sale proved so 
successful that a bigger one was 
held last month, at the main 
store and two branches. In two 
weeks and four days the stores 
sold 3998 evergreens. Later rose 
bushes were added, resulting in 


the disposal of 2500 in one week. 

In addition to the sale of the 
shrubs and bushes the store sold 
garden tools, fertilizer, paint and 
other hardware store items as 
well. With newspaper advertise- 
ments and displays in front of 
the participating stores causing 
such volume the company plans 
to make the sale a bigger event 
in future years. 
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It’s Our WHEN the tax collectors of a 
Business; nation take from its people an 
Why Bla average of one dollar out of 
y : nyt every five dollars earned, it is 
the Hired natural to wonder where all 
Men the money goes. When in 


spite of that fact the National 
Government has an average daily expense of seven 
million dollars more than its income, it is logical 
to question its expenditures. When in addition to 
all this, Federal, State and municipal authorities 
are sitting up nights planning new forms of taxa- 
tion, it is high time for business men to shed their 
halo of indifference and take an active interest in 
the affairs of government. 


It isn’t enough merely to howl about our legis- 
lators. We elected them. In a way at least they 
represent us. Our clamors are responsible for much 
of the expense we complain of. In one breath we 
rave about the mounting costs of government, and in 
the next we urge the Government to spend more. 
If our representative can secure an appropriation 
to build a perfectly useless but highly expensive 
Government building in our district we cheer him 
to the skies. If he induces some bureau chief to send 
several million cookbooks to women who don’t need 
them we congratulate him. If he sees that each 
farmer in the country gets a dozen packages of free 
seeds, none of which are needed, and few of which 
ever get planted, we join forces with the farmers 
and reelect him. 


We organize into occupational or regional groups, 
and each group demands that the Government favor 
it with a lot of expensive work which its members 
themselves should do. We seem to feel that if there 
is no Government bureau ostensibly working in our 
individual behalf, our legislators have double- 
crossed us. As a result, Washington is full of 
“Bureaus,” most of which are about as useful to 


- Trape Winns 


By LLEW S. SOULE 
Editor, Harpware ACE 








the country at large as an honorary colonel on some 
Governor’s staff. 


As business men we cut our individual business 
expenses to the limit. We reduce salaries, pare down 
personnel and refuse to spend a cent except for abso- 
lute necessities. Then we take time off to campaign 
for some politician who promises an increased ex- 
penditure of tax money for our pet project. 


We are consistent in business and inconsistent in 
government. Yet—government is, in the final anal- 
ysis, a business. Also it is our Business. Why kick 
at the legislators; they’re only the hired men. We 
hold the voting stock. If we really want lower taxes 
we can have them. 


a ae 
A Blow at THE City Fathers of Topeka, 
Fly-By-Night Kan., have just taken a healthy 
Mevaliete wallop at the activities of 


“Fly - By - Night” merchants. 
No longer will these retail 
pests be permitted to open stores in that city, stock 
them with bankrupt sales merchandise, stage inten- 
sive selling campaigns for a month or so, and then 
move on without contributing even a thin dime to 
the city’s upkeep. 

The ordinance enacted provides that any one who 
has lived less than one year in Topeka and who 
opens up a business there, must put up a license 
deposit of $500. If he stays in business for twelve 
months, he gets his deposit back. If not, it goes to 
the city. 


No test of the ordinance has as yet been made, 
but the City Council believes it to be constitutional. 
If so, similar ordinances will undoubtedly be en- 
acted in towns and cities generally. In any event 
the outcome of Topeka’s experiment will be awaited 
with interest by retailers everywhere. 





Sidelights on the Washington Senate Committee 





Conference on Migratory Birds 


HIS conference was just a 
T besin before the Senate 

Committee on Conservation 
of Wild Life Resources. The 
subjects of the alleged duck 
shortage and the general conser- 
vation program were discussed. 
The one-cent a shell tax bill also 
came up for discussion. 

oe. 


The hearing was held in the 
Senate Office Building. This is a 
beautiful building of pure white 
marble. The brass cuspidors that 
adorn the halls at frequent inter- 
vals are 36 inches high, and are 
brightly polished. They must 
have cost at least $25 each. 

The room where the hearing 
was held was adorned with cut- 
glass chandeliers that reminded 
one of the banquet rooms at Ver- 
sailles. The tables and chairs in 
this room were all solid mahog- 
any. The conference at least had 
the appearance of prosperity. 

There was a long table down 
the center of the room. The Sen- 
ators, government officials, secre- 
taries and stenographers sat at 
this table. 

The witnesses who were in- 
vited to attend this conference 
(at their own expense) sat in 
chairs grouped around the walls 
of the room. The hearing was 
crowded, and at times many were 
standing. 

The hearings were held on 
April 4, 5 and 6. There was a 
typewritten program of the order 
in which the witnesses were to 
appear, and each witness was al- 
lotted a fixed amount of time. It 
is a rule at Senate and House 
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by SAUNDERS NORVELL 


hearings that no one is permitted 
to ask a question of the witness 
being heard except a Senator or 
Congressman. It was explained 
that this rule was necessary for 
the reason that there would be 
no end to the hearing and wit- 
nesses could not be held down to 
the allotted time. 
i 


There were present at this 
hearing officials of the Biological] 
Survey, presidents and _ secre- 
taries of various conservation so- 
cieties, State game wardens, 
Federal game wardens, State 
game commissioners, sporting 
goods and hardware jobbers and 
retailers, and ammunition mau- 
facturers. 

: +s 

The discussions were unusu- 
ally interesting. Every phase of 
the duck situation and conserva- 
tion in general were thoroughly 
gone into by experts, practical 
men who know their business. 

The first address was a most 
interesting paper read by the 
Chief of the Biological Survey. 
Afterwards he answered many 
questions. 

i 

A large majority of those pres- 
ent were opposed to the cent a 
shell tax bill and were in favor 
of the dollar license. They be- 
lieved the duck shooter should 
pay his own shooting bills. They 
did not believe that upland game 
hunters should pay for the fun 
of the duck shooters. The point 
was brought out that less than 20 
per cent (a high estimate) of the 
total amount of shells used were 





used by duck shooters, and 40 

per cent by rabbit shooters. No 

one understood how the rebate 

on shells could be paid to the 

trap shodters without a lot of red 

tape, trouble and annoyance. 
ke 


The manufacturers, jobbers 
and retailers present stated that 
the increase in the price of shells 
to consumers would reduce the 
volume of sales at least 25 per 
cent. 

One speaker, when asked to 
explain the difference between 
trap~shooters and skeet shooters 
stated that the trap shooters were 
the aristocrats; the skeet shoot- 
ers were the “one gallus” men. 
Then he added that the main dif- 
ference between the two is that 
the skeet shooter laughs, while 
the trap shooter never does. 
This remark must have been true 
because there was general laugh- 
ter from the audience. 

a 


One point constantly dwelled 
upon by the Senators in their 
questions was the handling of the 
duck shooting season. Every wit- 
ness was asked the same question. 
Practically every witness stated 
that last year’s season of thirty- 
day shooting and the dates ar- 
ranged did not work out well. 
They said the trouble was not so 
much the shortness of the season 
as the fact that the dates were 
fixed at the wrong time. Ducks 
are supposed to be very wise 
birds. They were certainly wise 
last year. They seemed to know 
all of the dates arranged for the 
shooting in the various States, 
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and then they arranged their 
flight in the various States after 
the season was closed. 

It was the consensus of opinion 
of the majority of the witnesses 
that the government should es- 
tablish for duck shooting a 
spread of ninety days for the 
various States, and then within 
this period the States themselves 
should fix the exact period for 
the shooting season, because con- 
ditions in the various States and 
in the various parts of the coun- 
try varied so greatly. 


* * x 


In regard to the duck shortage 
last year there was a decided dif- 
ference of opinion. There were 
reports from Canada, as well as 
reports from all over the United 
States. Summing up these re- 
ports, it was clear that in the 
western provinces of Canada, on 
account of the drought, there was 
a shortage of ducks. It was gen- 
erally believed that these ducks 
simply moved to other parts of 
the country where there was more 
water. This shortage was also 
true in the parts of the United 
States where there was a drought. 
But in other sections of the coun- 
try where there was plenty of 
water, it was reported that last 
year there were more ducks than 
there had been for many years. 

The Atlantic Seaboard from 
Canada clear down the coast to 
Florida had the greatest flight of 
ducks they had had for many 
years past. In certain parts of 
the central part of the United 
States there was also reported an 
increase in ducks. Those who in- 
sisted that ducks were very scarce 
explained this by saying that the 
ducks concentrated in those dis- 
tricts where a great increase was 
reported. However, we can’t see 
how this statement can be proved. 
Trying to be honest and unpreju- 
diced about the matter, it is the 
writer’s opinion, after hearing all 
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of the evidence in regard to the 
quantity of ducks, that figuring 
on a shortage in certain sections 
and an increase in others, to say 
the least, there were just as many 
ducks last year as we have had 
for several years past. 

There is no doubt that the 
drought in northwestern Canada 
and the northwestern part of the 
United States did reduce the 
number of ducks in these sec- 
tions. But we believe that the 
idea of the shortage of ducks last 
year was very much exaggerated. 

Studying the Canadian reports 
we believe the same conditions 
existed there. Fewer ducks in 
certain sections, and more ducks 
in others, but with the average of 
the total duck supply almost 
normal. 

x ok Ox 

It was reported that there has 
been quite a change in the kind 
of ducks that came South. There 
has been a tremendous increase 
in black ducks. This was ad- 
mitted in all sections. There has 
also been an increase in mallards, 
but a shortage in canvas backs. 


* * 


It was generally reported that 
conditions so far this season have 
been very favorable. Plenty of 
snow and moisture, and it is pre- 
dicted that this will be a very 
good season. Officials of the Bio- 
logical Survey were very encour- 
aging in their remarks about an 
open shooting season this year. 

«+ 


The one cent a shell tax bill 
was shot to pieces. It was so 
badly hammered that at the close 
of the session one of the propo- 
nents of this bill arose and said 
that the bill would be rewritten 
and a new bill introduced. It 
was easily seen, however, that the 
idea of the cent a shell tax for 
conservation as outlined in the 
bill was not considered prac- 
tical. 


There are now two bills in the 
house bearing on shot shells. 
One is the cent a shell tax bill 
which is now in the hands of the 
Ways and Means Committee of 
the House. The money to be 
raised from this tax is to go for 
conservation. Then the other bill 
concerning not only shells but 
ammunition and arms too, is the 
regular 10 per cent tax bill under 
the head of sporting goods. All 
of the latter money goes into the 
government treasury, to reduce 
the deficit. It is understood at 
this time that no one is opposing 
this 10 per cent tax on arms and 
ammunition, and it is believed 
the bill will go through. It is 
hardly believed (but of course 
almost anything can happen these 
days) that shotgun shells will 
have the 10 per cent tax imposed 
for general use of the govern- 
ment, and then on top of that the 
one cent a shell tax for conserva- 
tion. That would mean an in- 
crease in price of first 10 per 
cent and then 33 1/3 per cent. 

At this hearing a number of 
gentlemen expressed themselves 
very fully and emphatically in 
regard to the cent a shell tax bill. 
Their opinions in regard to this 
bill were very firmly fixed It 
was amusing, however, in several 
cases when the Senators asked 
these gentlemen if they had care- 
fully read this bill, that they had 
to admit they had never read the 
bill but had gathered their opin- 
ions all ready made from others. 

However, we should not criti- 
cize them for this very common 
American habit. “Us Amurri- 
cans” certainly do reserve the 


’ right to express ourselves freely 


and fully on every possible sub- 
ject and it is certainly disagree- 
able, not to say unpleasant, when 
we do this to have someone ask 
us a direct question as to the 
facts and figures upon which we 
base our emphatic opinions. 





ILL HIGGINS, employee 
B of the Marvin Hardware 
Company, was plainly 
perplexed. He had sold a fairly 
good order to a prosperous far- 
mer who lived south of the town, 
and had been commended for his 
efforts. However, Mr. Marvin 
had somewhat qualified his 
praise. “It was a very good sale 
so far as volume is concerned, 
Bill,” he said, “but it doesn’t 
carry any great amount of profit. 
If you had sold him that other 
range instead of the one he 
bought, the profits would have 
been much better.” 

“T could have easy enough,” 
Bill replied. “He didn’t have any 
special range in mind when he 
came in. I thought they both 
carried about the same margin.” 
“T’m sure I told Charlie Hanson 
to push that Treadwell line,” Mr. 
Marvin replied. “He must have 
forgotten to tell the boys about 
-” 

“T don’t remember of his tell- 
ing me anything along that line,” 
Charlie said, when Bill ap- 
proached him on the subject. 
“He gave me that booklet cover- 
ing the main selling points and I 
passed it on to all you fellows. I 
had the same idea as you in re- 
gard to the margin of the two 
lines.” 

Several times in the next few 
days Bill went to Mr. Marvin’s 
office to ask concerning the mar 
gins on various items in similar 
lines. The information was given 
freely each time, but as Bill con- 
fided to Van Davis, “I can’t hunt 
the boss up and ask him about 
margins when I’m waiting on a 
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Mr. Marvin hears the truth 
about his cost code... . 


Miarvin’s Store 


customer.” “Why don’t you 
bring the matter up at the meet- 
ing Friday night?” Van suggest- 
ed. “There ought to be some way 
to get such information without 
bothering Mr. Marvin all the 
time.” 

Bill considered the suggestion 
carefully during the balance of 
the week. When'the night of the 


weekly Marvin store meeting fi- 


" nally arrived, he felt that he had 


his subject well in hand. 
“Fellows,” he said as he called 
the employees to order in the im- 
provised meeting place at the 
rear of the store, “I have a sub- 
ject which differs considerably 
from any we have taken up thus 
far. It deals with a question 


which Mr. Marvin alone can set- 
tle and L am merely introducing 
it in order to bring the circum- 
stances to his attention. A few 
days ago he reminded me in a 
nice way that I might have sold a 
range carrying a longer profit 
margin. Now, frankly, I didn’t 
know the margins on either of the 
lines we carry. Since that time I 
have gone to him repeatedly to in- 
quire concerning the margins on 
competing items. The thought has 
occurred to me, however, that 
none of us with the possible ex- 
ception of Charlie have any way 
of knowing which items carry the 
best profits, unless we take up 
each one with Mr. Marvin. Such 
a course means loss of time and 
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p| Meetings 


possibly annoyance to him. At 
the same time it is practically im- 
possible to go to him for that 
kind of information while we are 
actually waiting on customers. I 
am wondering if there isn’t some 
way in which this information 
can be made easily accessible t« 
all of us who do the selling.” 

Mr. Marvin’s face was a study 
as he stood up to answer the 
chairman’s query. “There is only 
one method that I know of,” he 
said, “and that involves giving 
our cost mark to our employees. 
I don’t know of any serious rea- 
son why we should not do so, ex- 
cept that it never has been done 
in the store. You are trusted with 
the handling of the goods and the 
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money taken in. 
You surely could 
be trusted with 
our cost mark.” 


a ' | “May lIsay 


something before 
you go any fur- 
ther Mr. Mar- 
vin?” Van re- 
quested. “Cer- 
tainly,” was the 
reply. “Well,” 
said Van, “I don’t 
want you to think 
I’ve been trying to 
get any informa- 
tion I’m not en- 
titled to, but I 
honestly believe I 


know the cost 
mark now. Also, 
I believe every 


one of the sales- 
men knows at least a part of it. 
In handling goods every day and 
knowing something about their 
value, we cannot help but learn 
eventually that certain letters 
represent certain figures. I think 
everyone in this room, except 
Eddie Scanlon or Jim Daley 
knows that M represents one. 
They would probably know also, 
but for the fact that Eddie has 
had very little experience and 
Jim does none of the selling.” 


Marvin’s Surprise 


As Van started to speak, a look 
of intense surprise came over Mr. 
Marvin’s face. Gradually, how- 
ever, the humor of the situation 
became apparent to him and he 
actually laughed as Van’s confes- 
sion came to an end. “I never 
realized it, but I can readily un- 
derstand that Van is correct,” he 
said. “Also I know that what 
knowledge he has on the cost 
code—and that applies to all of 
you—was acquired in a perfectly 
natural way with no idea of 
snooping. What do you think the 


code is, Van? Just write it on 
the blackboard.” 

Van flushed slightly but did as 
requested. Picking up the chalk 
he printed the words MARVIN 
HDW in large letters. Following 
them he made an X of equal size. 
Underneath he wrote the figures 
from one to nine and placed a 
zero under the X. 

Mr. Marvin smiled. “That’s 
right,” he said. “So far as we 
are concerned the code is no 
more secret than anything which 
merely requires a little deduc- 
tion.” 

A Simple Cede 


“T thought I knew it,” said 
Bill Higgins, “but I wasn’t abso- 
lutely certain, particularly where 
the cost of an article runs into 
several figures. Frankly, I think 
that while the code is simple in 
fact, it is confusing in applica- 
tion. I don’t mean to criticise,” 
he added hastily, “but that is my 
honest opinion.” 

“No need to apologize, Bill,” 
said Mr. Marvin kindly. “I have 
the same opinion; it has often 
confused me. Perhaps we should 
try some other system.” 


Van Has Another Idea 


“T have an idea,” said Van 
quickly, ‘one that I have often 
thought I would like to use if | 
ever was in business for myself. 
It is simple and yet it can be eas- 
ily varied, making it difficult for 
outsiders to decipher. Ill show 
you,” he volunteered as he again 
went to the blackboard. “The 
whole code is based on perpen- 
dicular and horizontal lines. A 
perpendicular line is the founda- 
tion for each figure; each hori- 
zontal line on the left of it counts 
one; each horizontal line on the 
right of it counts three. A tri- 
angle, a circle or a square repre- 
sents zero. This is how the code 


(Continued on page 45) 









31 





Just Among Ourselves 


by CHARLES J. HEALE 
Managing Editor, Hardware Age 


£ ipa Post Office Department 

announces it will no longer 
supply ammunition for the target 
practice of clerks, except where 
such activity has been ordered by 
headquarters. Postal clerks may, 
however, use Department fire- 
arms for practice providing they 
furnish their own ammunition. 
As there are about 20,000 armed 
railway clerks and approximate- 
ly 15,000 post offices having an 
average of two firearms each, 
there is a grand total of 50,000 
firearms issued by the Post Office 
Department and available for tar- 
get practice. Enterprising hard- 
ware merchants will find their 
local postal clerks good prospects 
for ammunition, targets and re- 
lated accessories. 


— | 


“Call us wholesalers not job- 
bers,” such is the slogan of sev- 
eral organized wholesaler groups 
who object to the term “jobber” 
as not thoroughly characteristic 
of their function and services. 
The National Druggists’ Associ- 
ation has been particularly ac- 
tive in this campaign and has 
asked manufacturers, when ad- 
dressing retailers, to “refer to 
intermediate distributors as 
wholesalers.” The secretary of 
this body is quoted as saying: 
“The word ‘jobber’ carries sev- 
eral meanings. Among them, 
according to Webster (a) ‘a mid- 
dle man between stock brokers’; 
(b) ‘one man who transacts busi- 
ness to obtain unfair advantage 
for himself—hence a low in- 
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triguer’; (c) ‘one 
who works by the job 
or does small jobs.’ 
Jobber also means: 
‘one who jobs or 
stabs.’ 

“The word whole- 
saler means, accord- 
ing to Webster: (a) ‘the sale of 
goods in bulk or quantity as op- 
posed to retail’; (b) ‘a dealer in 
large quantities — wholesale 
druggist.’ ” 

In my own memory is the sign 
of our town’s carpenter which 
read: “Hans Skow, Carpenter 
and Jobber.” The jobber part 
meaning Hans did odd jobs such 
as making or fixing stairs, dog 
houses, etc. There’s a lot of 
merit in the argument favoring 
the designation “wholesaler.” 
Let’s use it. 


—_—- HA —_ 


a years ago Macy’s chilled 

the air on the ground floor. 
People entering this large New 
York store on a sultry summer 
day immediately appreciated the 
refreshing coolness in contrast to 
the weather outside. In typical 
Macy ads the cooling feature was 
heralded. It is reported this ex- 
pensive experiment made money 
for the store. A few weeks ago 
a Newark (N. J.) engineering 
firm held a demonstration to 
prove that air conditioning and 
cooling in average size retail 
stores could be accomplished at 
relatively moderate installation 
and maintenance costs. This will 
be an interesting development. 
We may soon advertise our hard- 





ware stores as having 
manufactured weather 
to suit the seasons. 
No question about it, 
on a hot day the 
“comfortable atmos- 
phere store” would 


get preference, just 


as we commonly prefer in winter 
the well-heated place of business. 
The next step will be equipment 
for home use which will regulate 
the temperature all year, fur- 
nishing at will the cold or hot in 
air as in water. Here will be an- 
other new “higher unit of sale” 
line for the better hardware mer- 
chants. Let’s watch this develop- 
ment and see how it fits into our 
hardware picture. 


— HA —: 


Ege the first three days 
the new Fords were on pub- 
lic view, 13,400,000 visited deal- 
ers’ showrooms. That’s better 
than one out of every ten men, 
women and children in this coun- 
try. More than 300,000 families 
have put up their money on de- 
posit for this new car. The new 
Plymouth cars have attracted a 
showroom attendance of 8,755,- 
000, among which 23,119 cars 
were sold. The recent special 
General Motors exhibits have 
been inspected by more than 
3,500,000. May we repeat, “new 
models, new colors, new and 
greater values, new methods.” 
Please read again J. A. Warren’s 
front cover editorial, Dec. 31, 
1931, issue. It was called “Back 
to Black.” Ill try to get you a 
copy, if you ask for it. 
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HARDWARE AGE 
ADVERTISING 
SERVICE 

FOR THE 


HARDWARE AGE 


ers ADVERTISING SERVICE 





For Graduation 


Smart practical gifts that are 
sure to gladden the hearts of 
young graduates. The kind of 
gifts they hope to receive— 
especially this year. You'll find 
a large assortment of the finest 
quality gifts at (Store Name) 
and all priced in the 1932 man- 
ner. 


(List Items 
With Prices) 


YOUR STORE NAME 








We Can’t Prevent This— 


But We Can Furnish 
You the Best in 
Golf Equipment at 
Rock-Bottom Prices 


—And that will go a long way 
toward making your Summer a 
success. Our (Brand Name) 
line of clubs are the kind you 
have been accustomed to see for 
at least % more. Every club 
represents the best in design, 
material and workmanship. 


(List Items 
With Prices) 


YOUR STORE NAME 











By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 


The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the —— to give to your 
printer with the supplied ad layout keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual fea- 
tures or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You’ll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have local aneoty ying facilities, request the compete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check 
for $1.25. If you need mounted cuts order them by number given under each 
cut, listing the numbers in a column. Figure the charge of 35c. for each 
cut when less than ten cuts are ordered; when ordering ten cuts or more 
figure the charge at 30c. for each cut ordered. Inclose check with order, 
please—this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 





If You Can’t Go to the ‘Ole Swimmin’ Hole” 
Come to (Store Name) 


You’ll find everything you need to keep you cool and comfortable 
at prices that will amaze you. From % to % lower than last year 
—and the same high quality you have been accustomed to buy here. 


Look at these values. 


4 


(List Items With Prices) 


Electric Fans 


$().00 


An outstanding electric fan for this 
low price. The 8 inch size with 4 
blades. A good fan for all around 
use in the home—in the office—Costs 
less than % cent per hour to operate 
—well made with sturdy guard and 
base. Attractive black lacquer finish. 
Complete with cord and plug. 


Yous 867028 











HARDWARE AGE 





HARDWARE AGE 
ADVERTISING 
SERVICE 
FOR THE 
WEEK 















Get Excited About Your New Spring Merechan- 
dise! It’s Contagious—It’s Good Business 











= Dractical Gifts 
bith June Bride 


The smart bride of 1932 will want practical gifts—things that she 
really needs. We've planned for months to provide a large assort- 
ment of fine quality practical gifts for the June Bride—Presents 
that she will be proud to show to her friends and also will give 
her years of useful wear and satisfaction. 

We've thought of the “giver” too and kept the prices within your 
Economy Budget. 


32 Piece Black Glass 
Luncheon Set 


$().00 


A stunning luncheon set in the smart 
looking new black glass. Especially 
nice for the bride who enjoys enter- 
taining. Set consists of 6 tea cups, 
6 saucers, 6 six-inch bread and but- 
ter plates, 6 dinner plates, 1 oval dish 
and one platter. All standard size. 
A wonderful value! 


Electrical Gifts Are Sure to Please 


You can’t go wrong with an electrical 
gift from (Store Name). It’s sure to 
please the Bride, for our quality is ex- 
ceptionally high and is bound to wear 
well. It pays to buy the best in electri- 
cal appliances—you eliminate repair bills 
and save in the end. 





SPECIALS 
For Brides 


We've planned these Specials to 
help the new Bride fix up her 
home at a minimum cost and 
still obtain a fine high quality 
that she will be proud to have 
in her home and _ will give 
years of hard wear. 

These items make ideal wed- 
ding gifts too — the kind the 
smart Bride really wants. 





(List Items 
With Prices) 


YOUR STORE NAME 

















handle, will not get hot. 


Percolator 

One of the best percolators on 

the market at any price—made 

of heavy grade aluminum, 

highly polished — Non-drip 

pouring spout. Black ebonized OO 

A ° 

quick coffee maker. Complete 

with cord and plug, 

Waffle Iron 
This waffle iron is an ideal 
wedding gift. Makes delicious 
waffles with the greatest ease. $0 oo 
° 
great convenience. Complete 
with detachable cord and plug. 
2 Plate Stove 
What a delight in the home! 











Chromium plated — will not 
tarnish. Heat indicator —a 








‘For the Smart 





YOUR 








A fine quality 2 plate electric 
stove that is a winner. Black 
enamel finish—with chromium 
plated legs and switches. Easy 
to keep clean—will not rust. 
The two standard size burners 
will accommodate two large 
cooking _utensils. Highest 
grade heating element. Com- 
plete with cord. 


$().00 


Toaster 


A snappy electric toaster that 
will be welcome in any home. 
Toasts two slices at one time 
and toast turns itself by drop- 
ping door. High grade heat- 
ing element. Ebonized handle 
—stays cool—will not bum 
fingers. Complete with cord. 


STORE 


$().00 


NAME 








Thrifty Hostess 


The smart Hostess will want 
the lovely new things for Sum- 
mer entertaining in an excellent 
quality that she’ll be proud to 
show to her friends but she’ll 
insist that their prices are 
right. Our china is really stun- 
ning—looks twice as expensive 
as it really is. Look at these 
values! 


(List Items 
With Prices) 


YOUR STORE NAME 
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CAPPER-KELLY BILL DOUBTFUL 


Senate Committee Reports Measure Without Recommenda- 
tion—On Senate Calendar but Not Likely—Farmer-Labor 
Opposition Sufficient to Cause Defeat if Ballot Is Taken 


(From our Washington Bureau) 


While the Senate Committee 
on Interstate Commerce has re- 
ported the Capper-Kelly resale 
price maintenance bill without 
recommendation, the fact re- 
mains that it expresses the view 
that “this measure should be en- 
acted.” The report itself is 
brief, summarizing testimony of 
proponents and opponents of the 
measure, given at hearings be- 
fore the committee, together with 
summaries of a court decision 
and a Federal Trade Commission 
report. The character of the re- 
port is altogether favorable to- 
ward the bill and though lacking 
formal recommendation its sug- 
gestion that the measure should 
be enacted is the equivalent of 
a favorable recommendation. Yet 
the bill apparently has no chance 
whatever of enactment at this 
session. It is likely it would be 
defeated in its present form if 
it were voted upon in either 
branch of Congress. The meas- 
ure as reported is the real dyed- 
in-the-wool original resale price 
maintenance bill. It contrasts 
strikingly, therefore, with the 
emasculated measure that passed 
the House at the last session. 

There is such an overload of 
big legislation yet ahead of Con- 
gress, however, that the bill, 
though on the Senate calendar, 
is not likely to be brought up on 
the floor for consideration. Nev- 
ertheless, efforts to have this 
done will be made. 

The farmer-labor opposition to 
the bill perhaps is a stronger 
reason for its poor chance of 
passage than is the opposition of 
big department store interests. 
The opposition from the Ameri- 
can Federation of Labor and the 
American Farm Bureau Feder- 
ation may be considered to be 
unusually effective on the eve of 
a political campaign. The report, 
submitted through Senator Cou- 
zens of Michigan, chairman of 
the committee, is rather pointed, 
however, in criticizing two or- 
ganizations for their inconsist- 
ency in attacking the bill. Any 
Congressional fling at organized 
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labor or agricultural interests is 
a rarity. 

“The representation of the 
Farm Bureau Federation who op- 
posed the bill argued against 
producer control of marketing, 
for which the organized farmers 
have long contended. Acts of 
Congress have encouraged and 
financed cooperation among 
farmer producers and have spe- 
cifically exempted agricultural 
associations from the provisions 
of the anti-trust acts. This meas- 
ure does not make legal such co- 
operation among manufacturer 
producers, but only permits 
agreements between the _ indt- 
vidual competing manufacturer 
of identified goods and his own 
distributors. 

“The union labor movement 
was founded upon the principle 
of standardized stabilized price 
for labor to be fixed by collective 
agreements which have been ex- 
empted from the prohibitions of 
anti-trust acts. It seems as in- 
consistent for labor unions as for 
the farm organizations to oppose 
their own fundamental principle 
of a stabilized price when ap- 
plied to standard products and 
when such stabilized prices may 
only be established if there is 
open and fair competition among 
makers of goods of the same gen- 
eral class. The hearings dis- 
closed clearly the earnest belief 
which has persisted over many 
years on the part of at least 95 
per cent of all independent re- 
tailers in the United States that 
the principle contained in this 

easure would permit them to 

otect themselves against an un- 
suir and deceptive trade practice. 
They are sincerely convinced that 
they will be enabled to serve the 
public better and that buyers 
will secure lower prices over the 
entire field of merchandise under 
the agreement plan than under 
the present system of cut-price 
competition on standard goods. 

“In view of this contention 
and the assured fact that cut 
prices have always been the road 
to monopoly control it is be- 
lieved that this measure should 





be enacted. It will mark out one 
area in retailing where it will be 
possible to substitute regulated 
cooperation for cut-throat com- 
petition, and the public will 
benefit by such an advance to- 
ward fairer methods and higher 
ethics in business.” 





CASE AGAIN HEADS BOLT, 
NUT & RIVET GROUP 
George S. Case, president, 

Lamson & Sessions Co., Cleve- 

land, Ohio, was reelected presi- 





GEORGE 8S. CASE 


dent of the American Institute 
of Bolt, Nut and Rivet Manu- 
facturers at its annual meeting 
in New York, April 8. Evans 
Ward, Russell, Burdsall & Ward 
Bolt & Nut Co., Port Chester, 
N. Y., was reelected vice-presi- 
dent. er 


CINCINNATI HARDWARE 
CLUB, 22 YEARS OLD 


The twenty-second _ birthday 
anniversary of the Cincinnati 
Hardware Club was celebrated 
April 7 by 125 members and 
guests with a dinner at the Ho- 
tel Metropole, Cincinnati, Ohio. 
Edward Hoffeld, president, was 


master of ceremonies, while 
Frank Wankelman, Jr., ws 
chairman of the dinner com- 


mittee. Cards and dancing fol- 
lowed the dinner. 

A resolution of regret was 
passed by the club officers on the 
death of Charles Kobmann, Cen- 
tral Avenue merchant and a club 
member for 22 years, who re- 
cently passed away after signing 
his card of acceptance for the 
dinner. 





THOMSON-DIGGS BUYS 
SCHAW-BATCHER CO. 


The Thomson-Diggs Co., Third 
and R_ Streets, Sacramento, 
Cal., wholesale hardware dis- 
tributors, recently purchased the 
assets, good-will and business of 
the Schaw-Batcher Co., 211 J 
Street, Sacramento. The merged 
companies will be operated from 
the Thomson - Diggs _ five-story 
building and warehouses, the 
consolidation making the organ- 
ization one of the largest hard- 
ware houses in the west. The 
Thomson-Diggs company has a 
personnel of 145, which will be 
supplemented with some of the 
65 employees of the Schaw- 
Batcher firm. 

C, F. Prentiss is president of 
the Thomson- Diggs company. 
Other officers are: F. F. Thom- 
son, vice-president and general 
manager; J. W. Geeslin, secre- 
tary and treasurer, and A. E. 
Goddard, salesmanager. Officers 
of the Schaw-Batcher company 
were: President, J. R. Ferguson, 
and E. R. Palmtag, secretary. 
The company operates as far 
north as southern Oregon, south 
to Bakersfield, Cal., and east to 
Wells, Nev. 

The Thomson-Diggs company 
was founded in 1900, when E. F. 
Thomson, father of the present 
vice-president, and his brother. 
H. R. Thomson, bought the old 
Stanton-Thomson Co. and con- 
solidated it with the Diggs Ve- 
hicle & Implement Co. 


HUKILL-HUNTER CO. 
IN RECEIVERSHIP 


The Hukill-Hunter Co., Pitts- 
burgh, Pa., wholesale hardware 
distributors, is now being oper- 
ated by Harry H. Marcus and 
Henry R. Gibbs, receivers. Mr. 
Marcus, who is_ vice-president 
and general manager of the firm, 
made the following statement: 
“Due to prevailing business con- 
ditions, which have proved ex- 
ceedingly burdensome, we 
deemed it advisable to apply to 
a Court of Equity for an ap- 
pointment of receivers to pre- 
serve the assets of this corpo- 
ration, and to continue the oper- 
ation of the business.” 
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UTICA WALTON LEAGUE 
ANNUAL EXHIBITION 


Three hundred men and boys 
attended the fifth annual exhibi- 
tion of the Utica Chaper 3, Izaak 
Walton League of America, held 
in the Utica Gas & Electric au- 
ditorium, Utica, N. Y., on April 
6. Victor Macomber, chairman, 
law enforcement committee, 
sounded a warning against being 
“game hogs,” with particular ref- 
erence to trout fishing. Frank 
W. Beetle, Utica, a former sea 
captain, gave a talk on deep sea 
fishing for mackerel and sword- 
fish, while Leon C. Allen, 
Rochester, N. Y., chairman, State 
Conference of Conservation 
Bodies, told of opposition by 
sportsmen to the proposed con- 
* stitutional amendment to be 
voted upon at the November 
election for the establishment of 
recreation centers, new roads, 
etc., in the Adirondack Preserve 
outside of state parks. He 
urged the desirability of a deer 
law to permit hunting on and 
after Nov. 15. There were many 
exhibits of sporting lines, etc. 





BUYS OUT PARTNER 


Ivan Follett has purchased the 
interest of his partner, Earl New- 
ton, in the Mission Hardware 
Company, 1028 State Street, 
Santa Barbara, Cal. Messrs. Fol- 
lett and Newton have operated 
the business together for the past 
six months, 


HARDWARE SQUARE 
CLUB TO DINE ON MAY 26 


The fourth annual shore din- 
ner and entertainment of the 
Hardware Square Club will he 
held at the Marine and Field 
Club, Bay Thirteenth Street and 
Cropsey Avenue, Brooklyn, N. Y., 
May 26, at 7.30 p. m. Tickets 
at $5 each may be obtained from 
chairman, R. S. Allen, Diamond 
Expansion Bolt Co., 15 Park 
Place, New York City. 





SHAFER GREENBERG TO 
SELL FLORENCE STOVES 


The Florence Stove Company, 
Gardner, Mass., manufacturers of 
the Florence line of oil ranges, 
space heaters, range burners, gas 
ranges and electric ranges, has 
appointed Shafer Greenberg as 
its representative in Connecticut. 

Mr. Geenberg is well known 
to the Connecticut hardware 
trade through his long associa- 
tion with the sale of household 
appliances. He is a_ charter 
member of the “Nutmeggers,” an 
association of hardware men. 
His wide experience with oil- 
burning equipment will be of 
particular value to the trade. He 
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was formerly mid-west sales man- 
ager for the Bunsen Oil Burner 
Corp.; New England represen- 
tative for Wayne Home Equip- 
ment Co.; New England repre- 
sentative for Hart-Parr Com- 





SHAFER GREENBERG 


pany, and division manager for 
Landers, Frary & Clark. 

In addition to covering the 
trade in the long-established 9il 
stove line, Mr. Greenberg will 
also be active in the present 
spring drive on Florence range 
burners, and will devote consid- 
erable attention to the new line 
of Florence gas ranges. 





Cc. G. PUTNAM NOW 
REPRESENTS FACTORIES 


Charles G. Putnam, 
representative, 7 Front 
San Francisco, Cal., is now rep- 
resenting: John Russell Cutlery 
Co., Turners Falls, Mass.; 
Utica Cutlery Co., Utica, N. Y.; 
the Schaaf & Good Co., Fre- 
mont, Ohio; Acme Shear Co., 
Bridgeport, Conn.; the Keiser 
Mfg. Co., Reading, Pa.; J. T. 
Henry Mfg. Co., Hamden, Conn.; 
American Shearer Mfg. Co., 
Nashua, N. H., and New York 
Stencil Works. Mr. Putnam has 
been covering the Pacific Coast 
territory for. the last 21 years, 
calling on the hardware, dry 
goods, drug and cutlery jobbers. 
The first five years he traveled 
for the Durham Duplex Safety 
Razor Co., Jersey City, N. J., 
later traveling for vom Cleff & 
Co., New York City, selling their 
imported cutlery on the coast for 
several years. 

In 1917 he represented Wm. L. 
Gilbert Clock Co., Winsted, 
Conn., until 1923, when he joined 
Wiebusch & Hilger, Ltd., New 
York City. Some of the lines 
he is now handling he formerly 
represented through Wiebusch & 
Hilger. 
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L. S. SOULE TALKS TO 


The New Jersey Retail Hard- 
ware Association held its regu- 
lar monthly meeting Thursday 
evening, April 7, at the Work- 
man’s Circle Building, Newark, 
N. J., with practically a full at- 
tendance. 

President Joseph Heller pre- 
sided, calling the members to or- 
der at 9.30 p. m. After a brief 
introductory talk, a discussion of 
the proposed law licensing all 
who do a locksmith business was 
taken up. The president of the 
Newark Locksmiths’ Association 
was present, and gave the rea- 
sons why his organization favors 
the law, which provides for a 
$25 license fee for all locksmiths 
and others who make keys. The 
general opinion as expressed by 
the membership seemed to be 
against any law of this kind. 
Action was deferred until the 
next meeting. 

There was also some discus- 
sion in regard to Sunday clos- 
ing, with the membership ap- 
parently determined to see that 
the law covering Sunday closing 
be strictly enforced. Other rou- 
tine business matters were con- 
sidered, after which the visitors 
were introduced, including Presi- 
dent J. J. Leonard of the North 


Jersey Hardware Association, 





NEW JERSEY DEALERS 


who expressed the desire of his 
organization to cooperate in any 
way for the betterment of retail 
conditions. 

The speaker of the evening 
was Llew S. Soule, editor of 
HarpwarRE AGE, who spoke on 
the proper selection and training 
of store employees. Mr. Soule 
contended that the crying need 
of hardware stores is for more 
regular customers. These éould 
be obtained and held, he said, 
only by having well trained, 
courteous salesmen of the type to 
favorably impress the customers. 
Other things being equal, he 
added, people prefer to trade 
with other people whom they 
like. They don’t trade with 
people they do not like, if there 
is any other convenient place at 
which they can obtain the goods 
they want. He illustrated the 
value of the human element in 
stores by numerous _ incidents 
which had come under his ob- 
servation in retail stores, and 
presented a set of practical sug- 
gestions on hiring and training 
store salesmen. 

At the close of the business 
session the members adjourned 
to a nearby restaurant, where a 
banquet was served in honor of 
President Heller’s recent return 
from Florida. 


factory | 


| F. M. CARTLAND TALKS 
TO HOME OWNERS GROUP 


Frank M. Cartland, Boston 
Varnish Co., and vice-president 
of the Save the Surface Sales- 
men’s Club of Chicago, addressed 
a gathering of the Chicago and 
Cook County Federation of Wo- 
men’s Organizations, April 8, at 


the Sherman House, Chicago, 
Ill. Mr. Cartland reminded his 
audience of Chicago’s 100th 


birthday anniversary next year 
and discussed the Century of 
Progress Worlds Fair. He point- 
ed out that visitors received a 
favorable impression from a 
well-kept town and urged his 
listeners to paint and decorate 
their homes for the event. 

Mr. Cartland told of the work 
of the Century of Progress Hous- 
ing Bureau looking for suitable 
accommodations in private homes 
for visitors, and pointed out that 
well-kept homes would be the 
ones best recommended. Similar 
speeches will be delivered by 
other members of the campaign. 





ROWNTREE REPRESENTS 
AMERICAN FORK & HOE 
SHOVEL DIVISION 


John T. Rowntree, Inc., has 
been appointed sales representa- 
tive for the American Fork & 
Hoe Co., Shovel Division, Cleve- 
land, Ohio, for the entire Pacific 
Coast territory. Offices are lo- 
cated at the following points: 
1213 South Olive Street, Los An- 
geles, Cal.; 33 Spear Street, San 
Francisco, Cal.; 516 Henry 
Building, Portland, Ore.; 609 
Mutual Life Building, Seattle, 
Wash.; 525 Atlas Building, Salt 
Lake City, Utah; 522 Chamber 
of Commerce Building, Denver, 
Colo., and No. 3 and 4 Schuman 
Building, Honolulu, T. H. 


HAMILTON IS PRESIDENT 
OF W. W. BABCOCK CO. 


W. B. Hamilton, treasurer, The 
W. W: Babcock Co., Bath N. Y., 
ladder manufacturers, was re- 
cently elected president of the 
company. He has been asso- 
ciated with the company as treas- 
urer for a number of years and 
continues to hold that office. 


KARL E. HORMANN NOW 
WITH RATZ BROS. CO. 


Kar] E. Hormann, who had 
been representing the Yale & 
Towne Mfg. Co., Stamford, 





Conn., in the California territory, 
recently became affiliated with 
Ratz Bros. Hardware Co., St. 
Louis, Mo., representative of the 
Yale & Towne company in St. 
Louis, Mo. 
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J. W. HESSION JOINS 
WINCHESTER ARMS CO. 


Major John W. Hession, inter- 
nationally known rifle and pistol 
shot, has joined the sales promo- 
tion department of the Winches- 
ter Repeating Arms Co., New 
Haven, Conn., in an executive 
position. He has been a member 


J. W. HESSION 


of nine United States interna- 
tional teams and is the holder of 
many world’s shooting records 
today, made with both the .22 
rifle and the .30 caliber. Major 
Hession was the winner at the 
1931 Sea Girt matches, of the 
1200 yard Spencer match, and 
also of the Metropolitan 1000 
yard championship match, shot 
last November at Peekskill, 
N. Y. 

In addition to his wide expe- 
rience in rifle and pistol shoot- 
ing, he is also well known in the 
shotgun field, in which he has 
been an ardent follower of the 
game of skeet in addition to his 
trap shooting activities. During 
the war Major Hession was as- 
sistant ballistic engineer for one 
of the large ammunition manu- 
facturers of this country, and has 
extensive practical knowledge, 
from manufacturing and shoot- 
ing standpoints, of guns and am- 
munition. He is an enthusiastic 
sportsman and a keen lover of 
upland bird and waterfowl shoot- 
ing and an experienced hunter 
of big game. 

Winchester invites its friends 
and the friends of Major Hes- 
sion to call upon him at any 
time for information or assistance 
in selection of proper equipment 
for the enjoyment of their sport, 
whether on the target range or 
for shooting in the field. 


SEAGER AND TETOR 
OPEN OWN BUSINESS 


A charter has been granted to 
Seager-Tetor, Inc., Elmira, N. Y., 
to do a general hardware busi- 
ness. Directors of the company, 
George B. Seager and Hiram W. 
Tetor, both of Elmira, were de- 
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partment managers in the retail 
store of Barker, Rose & Kimball, 
Inc., 109 Lake Street, Elmira, 
N. Y. The Seager-Tetor store 
will be located at 124 Lake 
Street and will open May 2. 
Mr. Seager had been with 
Barker, Rose & Kimball for 22 
years, acting as floor manager 
13 years and paint department 
manager for the past seven years. 
Mr. Tetor had been with the firm 
25 years as manager of the 
housefurnishing department of 
the retail store of Barker, Rose 
& Kimball. 
G. E. ANNOUNCES FOUR 
YEAR SERVICE PLAN 


P. B. Zimmerman, general 
manager, electric refrigeration 
department, General Electric 
Co., Hanna Building, Cleveland, 
Ohio, has announced a_ four- 
year service plan. Under the 
new contract, new purchasers of 
G.E. refrigerators will not have 
to pay for service or repairs on 
any mechanism of the G.E. elec- 
tric refrigerator for four years. 


GARAGHAN, SEC.-TREAS. 
OF WISCONSIN ASS’N 


J. E. Garaghan, Garaghan 
Hardware Co., Whitehall, Wis., 
was elected secretary-treasurer of 
the Wisconsin Retail Hardware 


J. E. GARAGHAN 


Association at a recent meeting 
of the board of directors of that 
organization. For the past six 
years he has been a director of 
the association. Mr. Garaghan 
succeeded B. Christianson, who 
resigned as secretary-treasurer of 
the association in February. 

He has been a hardware dealer 
in Whitehall for the past ten 
years, having previously con- 
ducted a business for seven years 
at Fall Creek, Wis. 


BUYS BRIGGS STOCK 

J. K. Wiley, Mount Union, 
Pa., has purchased the stock of 
the P. J. Briggs hardware store, 
Welch Building, East Shirley 
Street, Mount Union. 





GRAHAM IS COLEMAN 
ADVERTISING DIRECTOR 


J. H. Graham, during the past 
twelve years president and man- 
ager of the Los Angeles, Cal., 
office of The Coleman Lamp & 
Stove Co., Wichita, Kan., and 
formerly sales and advertising 
manager of the company, has 
been appointed director of ad- 
vertising of the company at 
Wichita. Mr. Graham, who has 
been with the company . for 


twenty years, will, in addition to 





his new duties, assist in the sales 
management and _ promotion 
work of the company and also 
continue supervision of the Los 
Angeles office, which will be in 
direct charge of F. R. Stephens, 
assistant manager. 

W. W. Boyer is now Mr. Gra- 
ham’s advertising assistant at 
Wichita. He has been with the 
company during the past twelve 
years, engaged in dealer sales 
service and special advertising 
work. 


George H. Bunting, Pioneer Kansas City 
Hardware Man, Killed in Accident 


George H. Bunting, 55, founder 
and chairman of the board, Bunt- 
ing Hardware Co., Kansas City, 
Mo., sustained a broken neck 
when his car, in which he was 
driving near Levasy, Mo., struck 
a corner of a concrete bridge, 
throwing the car into Fire Prairie 


GEORGE H. BUNTING 


Creek, April 7. The car, with 
Mr. Bunting’s body in it, was 
found half submerged in the 
water the next morning. 

He had been actively engaged 
for the past few years in pub- 
lishing Novelty News at Chicago, 
Ill., owned by the Bunting 
brothers. He was born in Gal- 
veston, Tex., later living in 
Florence, Ala., moving to Kan- 
sas City in 1898. In 1901 the 
Bunting Hardware Co. was 
founded. 

Mr. Bunting had returned from 
Chicago the day of his death 
and had gone to a point near 
Buckner to look at some short 
horn cattle, having been inter- 
ested in stocking his ranch near 
Neodosha, Kan. 

He is survived by Mrs. Bunt- 
ing, four sons—Albert, employed 
by the Bunting Publications, G. 
H. Bunting, Jr., secretary of the 
hardware firm, who is also in the 
insurance business, Clarke and 
Williston Bunting, students—and 
a daughter, Mrs. Joseph Snyder, 
Kansas City. 


W. C. COTTINGHAM 
William C. Cottingham, man- 
aging director, Sherwin Williams 
Co. of Canada, Montreal, Que., 





was found dead in his garage at 
Montreal, April 8, a victim of 
carbon monoxide poisoning. He-~ 
was appointed managing director 
of the firm last year, succeeding 
W. S. Fallis, president and man- 
aging director, who became 
chairman of the board. Mr. Cot- 
tingham commenced his career 
with the parent company 12 
years ago at Cleveland, Ohio, 
with his father, Walter H. Cot- 
tingham, who died in retirement 
in England two years ago. He 
was attached to the Winnipeg 
office and subsequently the Mon- 
treal office. 


S. A. VAN WAGNER 


Seth A. Van Wagner, 83, re- 
tired Syracuse, N. Y., hardware 
merchant, died April 6 at his 
home in that city. He conducted 
a hardware store in the Grey- 
hound Block, Syracuse, for sev- 
eral years and was an employee 
in the D. D. Gregory store when 
it was acquired by Burhans & 
Black, Inc., with which firm he 
was connected for 20 years, until 
his retirement several years ago. 


ae Js D. McKEE 


J. D. McKee, for many years 
a salesman for the W. Bingham 
Co., Cleveland, Ohio, was taken 
ill while taking an order at ihe 
Grant-Bliss hardware store, 424 
Fallowfield Avenue, Charleroi, 
Pa., and was removed to the lo- 
cal hospital, where he passed 
away April 8. 


WILLIAM F. NEAL 


William F. Neal, 74, Derry, 
N. H., hardware dealer, died 
April 8, in the local Masonic 
Temple. He had been in the 
hardware business in Derry for 
the past 30 years, with different 
partners. At the time of his 
death he was in partnership with 
his son-in-law, Robert Crosby. 


CHARLES KOBMANN 
Charles Kobmann, Central 
Avenue, Cincinnati, Ohio, hard- 
ware dealer, died recently. 
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The letter from Secretary of Agriculture Hyde to me, 
published in the March 31-issue of Hardware Age, gives 
good grounds to expect that we shall have a longer duck 
season this year. We all hope that conditions will warrant 
an extension. 

But, whatever the length of season, ducks will be shot. 
With a short season, the dealer who wants to sell the most 
duck loads possible will have to put on extra pressure and 
increase his percentage of the total business in the com- 
munity. With a long season he can do the same thing with 
even greater profit. 

In either case, if he wants to get the last possible dol- 
lar out of this extra pressure, he must put the pressure 
behind the shells that are in greatest popular demand. 


Looking Ahead 
To the Duck Season 


REMINGTON ARMS COMPANY, 


F 
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Kleanbore, the green shells, are the most popular loads in 
America. 

“Kleanbore” is a magic name among shooters. 
because shooters accept Kleanbore without question, 
dealers should be careful not to sell the lighter loads de- 
signed for average shooting to shooters who want long 
In doing so you sacrifice the extra profit on 


But just 


range loads. 
the higher priced Kleanbore Nitro Express Loads. 
Kleanbore Nitro Express are the leading long range 
They outshoot shell for shell any other brand on 
the market. They reach out and nail ’em at 60, 70, 80 
yards—and sometimes at even greater distances. Make 
sure what kind of shooting your customer is going to do, 
and if he wants long range loads, whether for ducks, geese 


President 


loads. 


or anything else, sell him 
Kleanbore Nitro Express. 
You won’t have to wait long. 
He’ll be back for more. 






Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition and Cutlery 


© 1932 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 
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How’s we Hardware Business? 


by STEWART JAMES 


A trade digest of 
conditions affecting 
distribution of hard- 
ware and allied mer- 
chandise, gathered 
from trade areas of the 
entire country and pre- 
sented as a weekly fea- 
ture of Hardware Age. 
Mr. James interprets 
for hardware men, 
such basic factors as, 
crop outlook, freight 
ear loadings, circula- 
tion of money, build- 
ing progress, employ- 
ment, etc. He also deals 
with specific price 
trends, demand for 
merchandise, shortages 
and future outlook as 
reflected by his study 
of the national hard- 
ware market situation. 











April 19, 1932. 


Undue Disturbance Allayed 


FTER the undeniable break in 
sentiment caused by the latest 
drastic shrinkages in security 

values, there is needed reassurance in 
the Washington announcements of 
April 12. Administration spokesmen 
and leaders of both parties in congress 
regard the recent trepidation among 
business men over the legislative situa- 
tion as unjustified. 

These leaders of both branches of 
government express conviction that the 
country can safely depend on a bal- 
ancing of the federal budget, the de- 
feat or veto of the bonus bill, the rea- 
sonably prompt enactment of a fair tax 
bill, and the co-operative adoption of 
the non-partisan omnibus economy leg- 
islation to reduce government expendi- 
tures. 


Washington in Earnest 


There is no question that the admin- 
istration is working sincerely and in- 
dustriously on the country’s pressing 
economic problems. Conferences are 
being held almost hourly to consider 
and relieve some phase of the depres- 
sion. 
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The treasury, agriculture and com- 
merce departments, with the federal re- 
serve board and the Reconstruction Fi- 
nance Corporation, are each in the 
closest touch with the whole country. 
They are, in turn, coordinated in Wash- 
ington so that each agency knows what 
the others are doing. The president 
himself is in touch with the research 
and the efforts of each department and 
many of the interdepartmental confer- 
ences occur at his desk. 


Living Costs Drop Again 

Living costs of wage-earners in the 
United States continue downward, and 
have reached the lowest point in four- 
teen years, according to the National 
Industrial Conference Board. There 
has been a reduction of 17 per cent 
during the last two years, computed as 
of December, 1931, but in spite of 
this decrease, the cost of living has not 
reached pre-war levels. -At the close of 
1931 it was still 34 per cent higher 
than in July, 1914. 

The purchasing power of the dollar 
—which rises with each decrease in the 
cost of living—computed on the basis 
of 100 cents for the 1923 dollar, was 
124.8 cents at the end of February, as 
compared with 161.3 cents in July, 
1914. Thus, the purchasing power of 
the wage-earner’s dollar is still consid- 
erably below its pre-war value. 


Retailing Is Spotted 


The spring-time influences upon re- 
tail buying are everywhere manifest, 
but the improvement is hardly great 
enough to encourage belief in a sub- 
stantial revival. There is a general 
though slight upward trend in most 
cities, and the needed constructive ad- 
justments have rather generally been 
made. 

The buying of hardware, paints and 
house furnishings, which usually shows 
an increase in early April, has been 
spotted. Some cities report a fair de- 
mand, while Cleveland, for example, 
reports to Bradstreet an unexpectedly 
sharp decrease in the sale of hardware. 
San Francisco indicates that price ad- 
justments now in general effect are af- 
fording a better profit on new merchan- 
dise. This is contrary to the general 
run of reports, which still complain of 


the small profits of distribution. Retail 
failures throughout the country in- 
creased from the previous week. 
Frequent reference is made to the 
restriction of loans by banks, a condi- 
tion which the anti-hoarding campaign 
has not yet materially helped. Collec- 
tions throughout the country continue 
slow and credit is not being expanded. 


Wholesaling and 
Manufacturing 

Dun is rather cheering in the re- 
port that, at wholesale, the physical 
volume of sales the first week of April 
was ahead of that for the comparative 
period a year ago. In general, how- 
ever, wholesalers are becoming recon- 
ciled to the prevailing hand-to-mouth 
retail ordering, and are pursuing much 
the same policy in their own buying. 

Reports from leading cities show no 
increase as yet in the heavy manufac- 
turing lines. Some centers mention a 
really lively public interest in the new 
displays of low-priced automobiles, and 
in many cases note an actual buying 
response. 


Steel Imports Increase 


The sick steel industry affords no 
early outlook of cheer even to a con- 
firmed and worthy optimist like Mr. 
Schwab. Added to steel’s famine of 
demand frgm its leading customers— 
the railroads, the motor industry, and 
the structurals—are the continuing in- 
roads of import competition. 

Foreign iron and steel are penetrat- 
ing as far as Cleveland, where German 
piling is being used for a Gulf Refining 
Company project, and as far as Chi- 
cago, where the leading mail order 
stocks of nails, wire and netting are 
chiefly European-made. Leading job- 
bers in New York have appointed a 
commissioner to adjust problems inten- 
sified by foreign importations. Over 
15,000 tons of English and Dutch pig 
iron has been received recently at Phil- 
adelphia, and New England foundries 
are drawing on foreign stocks at Provi- 
dence and Bridgeport. 


Other Industrial News 


The leather market has been quiet, 
with prices easing off, largely because 
(Continued on page 42) 
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Helps you sell more 





Libbey-Owens-Ford Quality Glass 


ake a national adver- 
tising has created in the layman’s 


mind a keen appreciation of fine glass. 


For years, architects and the builders’ 
trades have known that the exclusive 
L-O-F process produces a élass that 
is brighter, flatter and clearer. Now 


the public knows it, too—for consis- 


tent advertising has focused public 
attention on glass and consistent qual- 
ity has won for Libbey-Owens-Ford 
the reputation of producing the finest 


of all window glass. 


The fact that L-O-F quality is advertised 
quality will help you sell more Libbey: 


Owens-Ford Quality Glass. 


LIBBEY: OwENS: FORD 
QUALITY GLASS 


LIBBEY e OWENS* FORD GLASS COMPANY, TOLEDO, OHIO 
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Manufacturers of Highest Quality Flat Drawn Window Glass, 

Polished Plate Glass and Safety Glass; also distributors of Figured 

and Wire Glass menufactured by the Blue Ridge Glass Corporation 
of Kingsport, Tennessee. 









shoe production has passed its seasonal in the east has lessened, but cotton 
peak. The wool market continues manufacturing in the south continues 
slow, but Boston reports this trade op- fairly satisfactory. The tobacco indus- 
timistic, believing present prices will try is among the leaders in activity. 
be maintained. Textile manufacturing The higher prices for petroleum have 





Hardware Market Highlights 


PRIL selling still centers largely around garden, lawn 
and household supplies, with a good movement of 
spring sports equipment. Fishing tackle is very active, 
though most lines have been reduced to fewer items of gen- 
erally popular demand. 

Lawn rollers, hoes, rakes, spades, fertilizer and seeds are 
mentioned among the seasonable items contributing to one 
large wholesaler’s record selling week thus far in 1932—the 
week ending April 9. 

The demand for automobile tires is showing seasonable 
improvement. Production of casings for February totaled 
3,871,220 units, an increase of 11.8 per cent over January 
but a decrease of 2.9 per cent from February, 1931, accord- 
ing to the Manufacturers Association. Prices are lower than 
they have ever been in the history of the industry, and the 
tires, due to the improved methods of manufacture, are aver- 
aging far more service than ever before. 

Manufacturers of malleable pipe fittings have advanced 
prices on fittings approximately 10 per cent. They claim that 
every maker of fittings was selling at prices lower than the 












One cut-open “Secret Service” Pad- i i ill 7 
free! Sie ne gto econ ree actual cost, and this 10 per cent raise will just about cover 
with four-color display background the cost of production. 
ence mia ey medal ren Some manufacturers are making a determined effort to 
Not for resale, but a magnet for interest and steady the market on BX electrical cable, which has been 
an unsurpassed sales demonstrator. ; ae 
7 hei more or less demoralized. A new 1000-watt automatic iron 
J Master’s newest achievement —one : 
* solid press Secret , Service” ’ No. 2 has been brought out by a leading maker—a full household 
lock bo wear prooingand gliening size, yet weighing only 314 pounds instead of the usual 6 
uty. lounted on steel counter % —_ j i . i 
ty crea cs Hr we pounds—and with the efficiency of a 6-pound iron. 


7 ground (No. 2 above). Hardware stores featuring brooms, mops, brushes, polishes 
Sa one oaks and and cleaning materials are having their best sales on these 
‘Cee ee lines during April. A moderate variety, properly selected 
and priced, seems to fill the requirements of any neighbor- 
hood, and these activities help to attract the women as cus- 
toyou tomers. As “janitor supplies” such goods are a year-round 
staple in many live hardware establishments. 

Paint selling is livened by the wider distribution of the 


You buy— 2 “a new ten-cent and twenty-five-cent dealer assortments and dis- 
; Price 






4 Doren " Secret Service” a plays. A number of stores which found their old-time paint 
auatherl =. 2-7 $400 $600 sizes and lines very slow have recovered much of their vol- 


Free—One onty oemd —_ 
display stand . age apd FREE $2.00 
Free—One only cut-open (Demon 


ume by this newer paint merchandising. 
Prices on bolts and nuts have steadied very rapidly since 








dice. PREG eet the sharp factory advance of last month. Apparently the 
$4.00 $8.00 manufacturers mean business in holding to their new quota- 
MASTER LOCK COMPANY, Milwaukee, Wis. ti d iobb h lly ad d ad d ° 
World's longest. Exclusive Pediock Monulociurere ion, and jobbers have generally adopted advanced prices to 
the trade ranging from 70 per cent to 60-10 per cent through 
Ask your jobber Sor MASTER the central area. 
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helped optimism in that industry and 
hopes continue for a definite and 
profitable spring increase in consump- 
tion. 

In Montana, copper mining is very 
quiet, with some mines totally closed 
down and with merchants in those dis- 
tricts suffering severely from the lack 
of trade. At Pittsburgh, glass manu- 
facturing remains below a year ago, 
except on certain specialties. Spokane 
reports preparatory activity for the sal- 
mon fishing season, with consequent 
improvement in employment. The east- 
ern coal industry has been held up by 
strikes, which have reduced even fur- 
ther an already slow activity. 


Small Wheat Crop Forecast 


Grain prices have stiffened mate- 
rially, following the dry weather re- 
ported over the greater part of the 
west and southwest, and the trade be- 
lieves that every day of continued 
drought lowers the prospect for the 
wheat crop still further. 

On the basis of the government esti- 
mate of 14 per cent reduction (or 
abandonment) of the wheat area 
seeded last fall there would remain 
33,200,000 acres for harvest, the small- 
est with two exceptions since 1913. 
The official Kansas report estimated the 
probable loss in acreage in that state 
at 20 per cent and Nebraska returns 
indicated 25 to 40 per cent reduction. 

The western half of Kansas and 
middle and northern Oklahoma, pres- 
ent the poorest prospects, owing to lack 
of moisture and prevailing dust-storms 
—while the Texas Panhandle has a fair 
outlook. 


Car Loadings Still Lower 


Average daily volume of railroad 
freight loaded in this country during 
the week ended April 2 was the small- 
est since the close of December and at 
one of the lowest levels in many years. 
The week’s loadings reached only 544,- 
691 cars, a decline of about 3 per cent 
from the preceding week, and of about 
25 per cent from the corresponding 
1931 figure. The 16,427-car decline be- 
tween the weeks of March 26 and 
April 2 this year could be considered 
satisfactory it if did not follow on the 
heels of a 23,000-car slump. As it is, 
the combined decline for the two weeks 
is far more than seasonal, and there 
are no reports of current improvement. 


Late Gleanings of 
Information 


The Annalist Weekly Index of 
Wholesale Commodity Prices (1913= 
100) rallied to 90.6 on April 5 from 
its post-war low of 90.3 on March 
29. It is now 17.0 below its level 
of a year ago. 

Shrinkage in stock values during the 
two or three weeks preceding April 
12 was estimated at $6,000,000,000 
by Richard Whitney, president of the 
New York Stock Exchange, in his testi- 
mony on that date before the senate’s 
banking committee. 

Electric output in the United States 
is a commonly observed index of in- 
dustrial activity. This showed for 
week ended April 2 a decrease of 11.9 
per cent from the like 1931 week, ac- 
cording to the National Electric Light 
Association. 

Employment is steadily improving in 
Cleveland, according to the City Em- 
ployment Commissioner, who reports 
that 22 per cent more jobs were made 
available during March than in the 
previous month. From the low mark 
of January the gain amounts to about 
35 per cent. Continued improvement 
in April is shown by the trend to date. 

Chicago has been holding at its Mer- 
chandise Mart, a spring buying assem- 
bly attended by several thousand re- 
tailers, chiefly in department store and 
general merchandise lines. The man- 
agers of this event comment upon a 
relatively decreasing demand for goods 
of price appeal only, at the sacrifice of 
quality. There has been noted a re- 
action in favor of higher grade mer- 
chandise, which the public finds can 
now generally be obtained at prices 
well within the reach of the average 
purse. 

Department store sales showed a 
smaller increase from February to 
March than the estimated seasonal 
amount. The Federal Reserve index, 
which makes allowance both for num- 
ber of business days and for usual sea- 
sonal changes, showed a March result 
of 74 per cent, compared with the 
1923-1925 average as 100, and contrast- 
ing with a percentage of 79 in both 
January and February. In comparison 
with March, 1931, the value of sales 
registered a decline of about 23 per 
cent. 





American Steel Warehouse Assn. 


Reports February Sales Figures 


The American Steel Warehouse 
Assn., formerly the American Steel and 
Heavy Hardware Assn., has issued its 
statistical summary for the month of 
February, which reveals that sales for 
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the 1932 period to Feb. 29 compared 
with the like period of 1931 show a 
decrease of 28.87 per cent. The month 
compared with the same month of 1931 
shows a decrease of 27.41 per cent. 











Thee PIPE | 
WRENCHES 


even feel different— better 
designs, better materials. 
better balanced ... 





Once in the customer's hand, these wrenches 
are half sold—they even feel different. There 
are 10 improved features on the all-steel 
pipe wrench alone, including: No Cast 
Frame or nut housing, a coil spring, an 
improved self-cleaning action and replace. 
able tool steel lower jaw. 


Jaws of ARMSTRONG BROS. Chain Wrenches 
have forged-in lugs that prevent the chains 
from jamming. Even the handles are drop 
forged steel, have both stiffness and spring. 
The chains are proof tested to two thirds 
catalog strength (1,200 Ibs. to 40,000 Ibs.) 


These are wrenches that can be sold, that 
can’t be successfully imitated. They stand 
up, and make friends for your store. 


These wrenches carry the Arm-and-Hammer 
Trade Mark==the recognized mark of the 
“Better Pipe Tools.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 











Write for Catalog B-27, 
176 pages of Quality Tools 
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30,271,043 


ADVERTISEMENTS 


TO HELP YOU 


SELL EVER GREEN 


N the Saturday Evening Post, 
Better Homes and Gardens and 

20 other leading publications, the 
Ever Green sales story will appear 
in 30,271,043 advertisements dur- 
ing May and June. Ever Green is 
the most extensively advertised 
plant insecticide in America. Lead- 
ing radio stations are also telling 
your customers they can order Ever 
Green from their hardware dealer. 


Ever Green sales jumped ahead 
20 per cent in 1931. Thousands of 
hardware dealers made new moncy 
and increased their garden depart- 
ment profits. Now is the time to 
cash in on the powerful Ever Green 
national advertising campaign. 
Order from your jobber or mail the 
coupon below for your first order. 


EVER GREEN PRICES 


1 oz. (35c seller) Two doz. 


Piso ckwsen ve veces 5.40 
6 oz. ($1.00 seller) One 
CONOR os 5 oes cues 8.00 


1 pint containers ($2.00 
seller) One doz. tocaser. 16.00 
Mail the coupon below now to 
cash in on the Ever Green national 
advertising campaign to help you 
sell more Ever Green. 


EVERGREEN 


KILLS ANTS AND GARDEN INSECTS 











McLaughlin Gormley King Co., Mésmneapolis 
Please send me C.O.D. the order I have 
requested below: 


Order. 
Firm Name 
Address 
Jobber’ s Name 


Dhees cee cy ns Gn ny GG OD GS cs ee oe 
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Beware of Limitations 


HERE is an old saying that 
i “You never know what you 

can do until you try it.” 
Few, however, fully realize the 
truth of the statement. We are 
apt to observe: “That may be all 
very well in some places, but this 
town is different. It won’t work 
here.” 

We recall a young grocer 
years ago in a small backwoods 
town who was fool enough (in 
the estimation of his competi- 
tors) to offer his trade straw- 
berries and green groceries in 
the dead of winter. “Who ever 
heard of such nonsense?” asked 
the competitors, whose staple 
was salt pork. Well, that young 
fellow—he is still young enough 
to enjoy life—has retired com- 
fortably. His competitors (let’s 
be generous) those who did not 
go out of business, are still at 
the old grind. 

His trade did not accept his 
innovations with a grand rush. 
He was in danger of being 
“stuck” with the first few orders. 
But he took his enthusiasm with 
him and went around to some of 
the “best people” and persuaded 
them to try the delicacies. To- 
day the grocer who would not 


carry green things from the hot 
houses or the South would be 
out of luck, not only on these 
items but on general patronage. 

The limitations of his little 
town did not stump the young 
“fool” grocer. Fools may rush 
in where angels fear to tread, but 
it is much more pleasant being 
a retired and comfortable “fool’”’ 
at sixty than a down-at-the-heels 
angel. 

Find out what new idea your 
community can use, study its 
ability to pay for it, (don’t just 
guess at it) buy it so you can sell 
at a profit and BEWARE OF 
LIMITATIONS.—J. A. W. 





Norge Announces 
New Low Prices 


Reduced prices on Norge Refrig- 
erators became effective on April 8, 
according to Howard E. Blood, presi- 
dent Norge Corporation, division of 
Borg-Warner, Detroit, Mich. 

Norge sales for the first quarter 
were 241 per cent of the corresponding 
period of last year, said Mr. Blood. 
“Now, with prices lower than ever be- 
fore, we anticipate accelerated sales as 
the peak is reached in May and June. 
This momentum should carry us to 
the greatest total recorded for any one 
year since Norge was offered to the 
public.” 





Sell Them Paint 


(Continued from page 23) 


quarters at the store. These 
workers make their purchases at 
the store and the store in turn re- 
fers customers to them. The 
store by its “clean-up, paint-up 
and repair-up” campaign has 
won the lasting favor of these 
craftsmen who have found jobs 
scarce in recent years. 
Regardless of any new build- 
ing members of this firm believe 
that hardware stores could do 
a good business if property 


owners would have needed re- 
pairs made. Many homes are se- 
riously in need of modernization 
included such things as tiled 
bath rooms, hardwood floors and 
built-in kitchens. This company 
is doing all it can to bring about 
this era of remodeling in Mobile. 
Show windows of the store are a 
constant reminder to passers-by 
of what can be done to improve 
and preserve their property. 


HARDWARE AGE 











Marvin’s Store Meetings 
(Continued from page 31) 


looks,” he went on, as he printed 
the following characters on the 
board: 


44ETtEFFEA 


, 2 ema: a 


23 4 


“Tt can be varied in many 


ways. Here is another sample: 


Se ee ae i 
.a.2 <4 


“It doesn’t make any differ- 
ence where the horizontal lines 
connect with the foundation line. 
All you have to remember is that 
each line on the left counts one 
and each line on the right counts 
three. Is it plain to you all?” 

“It seems perfectly plain to 
me,” said Mr. Marvin, “and I 
can see great possibilities in it. 
However, I would like to think 
the matter over before making 
change. In the meantime you all 
have the present code,” and he 
added laughingly, “are more or 
less familiar with it. I want you 
to get it firmly fixed in your mind 
and note those items on which the 
opportunity for profit is best. Of 
course, I do not want you to mis- 
represent anything or to deliber 
ately attempt to force people to 
take an article different from the 
one they came in to buy. Where 
the customer has made no de- 
cision, you can often with no det- 
riment to him, sell an article on 
which we can make a better prof- 
a” 

“Another thing I want you to 
bear in mind is this: The differ- 
ence between the cost and the 
selling price of an article repre- 
sents margin not profit. Out of 
that margin must come all the ex- 
penses incident to stocking, han- 
dling and selling it. Out of it 
also must come a proper share of 
the general overhead. You will 
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then understand why a reason. 
able margin is needed if we are 
to stay in business and you are to 


‘ 














receive your wages.” 
“Bill,” he continued, 


Lee 
; F:- 3 


glad you brought up this subject 
and I appreciate the way you in- 
troduced it. While the responsi- 
bility for management matters is 
in my hands, yet the opinions of 
you fellows can be of great help. 
I think this has been a worth- 
while meeting—well worth the 
price of the luncheon I have: or- 
dered at Jansen’s. I move we ad- 
journ and try it out.” 

“Van,” said May Garvin as 
they walked toward the restau- 
rant, “I’m proud of you. It was 
fine of you to tell Mr. Marvin as 
you did that you already knew 
his cost code.” “It was only fair, 
dear,” Van answered quickly. 
““He’s such a fine man I wouldn’t 
deceive him for the world.” 
““Never-the-less,” said May, “I 
still say it was fine of you. It 
took courage as well as a high 
sense of fairness. I’m glad you 
did it—I—I couldn’t love a man 
unless he was honest and brave 
enough to live up to his convic- 
tions.” 

“It took me a year to get nerve 
enough to tell you how much I 
cared for you. I’m even afraid 
right now,” he added in mock 
gravity. “Afraid of what?” 
May queried. 

Van chuckled. “Afraid that 
if we don’t hurry along the coffee 
will be all gone before we get 
there,” he replied. “It’s a long 
time from now until breakfast.” 


“T am 














Sheffivld 


NEW! 





OR 
ASSORT MENT 





10c Tubes of x. Oil Colors 





Exactly same 20 colors as in Senior Assortment, but in 
quantities of only one-half dozen of each color. Each 
color ground in pure linseed oil; each tube lithographed 
Puts this much-demanded item within 


in its own color. 
Displayed in beau- 


reach of every dealer in the country. 
tiful Laequered Finish Wood Counter $ 40 
Display (Free) and also stunning Color . 
Card (Free). Complete cost to dealers. . 

(Retail value, $12.00) 


Senior Assortment: 1 dozen tubes of 20 different colors 
at $16.80 with retail value of $24.00. 


NEW! Touch-Up Black 












Dries dustfree in 15 minutes. 
Rich black with high = gloss. 
Handy for scores of everyday 
needs. Put up in glistening glass 
jars, each with special Sheffield 
feature of brush permanently in 
top. Retail, 50c each. 1 dozen 
to a carton with attractive Mer 
chandiser furnished for holding 


one bottle on dis- ‘3 60 
. 


play. Complete cost 
$6.00) 





to dealers ...... 
(Retail value, 


NEW! Kalking Kompound 


co 


















Special plastic material, natural color, for sealing win 

dows from drafts, repairing roofs, furnace joints, founda 

tion eracks, boats, etc., etc. With assortment of one- 

half dozen tubes, we give beautiful Display 54 

SR rere rere ® 
(Retail value, $7.00) 


Cut-Out and 1 extra tube FREE. Complete 
NEW! Gasket and Rim Shellac Compound 


| 2-ounce bottle with dauber, 10c retail 
| value. Complete cost to dealer, per Cc 





And don’t overlook Spring sales on Sheffield Patching 
Wood, Kleen-A-Brush, Water-Applied Transfer Sets 
and Combination Cans of Gold or Silver Paint. 





Order from Your Jobber 
Jobbers, write for discounts. 


THE SHEFFIELD BRONZE POWDER & 
STENCIL CO. 
5817 Kinsman Road, Sheffield Building 


Cleveland, Ohio 
Canadian Factory: 426 Queen St., East—Toronto 
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Louisiana Dealers 
Diseuss “Road to Profit’ 


EMBERS of the Louisiana Re- 

tail Hardware and Implement 

Association spent three pleas- 
ant and profitable days in Lafayette, 
La., April 4-6, when they met here for 
the annual convention. 

Approximately 50 members and rep- 
resentatives of jobbers and manufac- 
turers were in attendance at the con- 
vention and enjoyed in addition to the 
business sessions the courtesies ex- 
tended them by the citizens of Lafay- 
ette, who practically gave them the 
key to the “Hub City of Southwest 
Louisiana.” 

The convention theme was that sug- 
gested by the National Association, 
“The Road to Profit.” Each speaker 
compared the motorist and his activi- 
ties to that of the business man tour- 
ing on the highway of progress with 
financial success as his destination. 

The convention was formally opened 
with an address of welcome by Robert 
L. Mouton, mayor of Lafayette, who 
wished the members a successful don- 
vention. The invocation was delivered 
by Rev. J. N. Brown, pastor of the 
local Presbyterian Church. 

C. E. Shallenberger, Ruston, first 
vice-president, substituting for Presi- 
dent A. R. Smith, Covington, who was 
unable to attend. Mr. Shallenberger 
greeted the delegates, reviewed the or- 
ganization’s success of the past year, 
mentioned plans for the year ahead. 

Rivers Peterson, Indianapolis, Ind., 
editor, Hardware Retailer, was a guest 
of honor and his address on “1931 
Models” was one of the high lights of 
the cGonvention. Using screen slides, 
Mr. Peterson illustrated outstanding 
points of his address and emphasized 
comparisons between 1912 methods of 
displaying merchandise and those of 
today. 

“Attractive store fronts, clever fix- 
tures which have been measured to fit 
the articles displayed on them and 


plenty of display space are essential , 


in merchandising hardware today,” 
Mr. Peterson said. “The displays are 
attention compellers and intrigue the 
customer by creating a desire for own- 
ership of the merchandise exhibited. 
The customer in the hardware store 
no longer literally digs into stacks of 
stuff placed in bins to find the desired 
article but selects it from an orderly 
display.” 
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Other addresses which featured the 
convention were delivered by J. C. 
Ritchie, Ruston, and Francis Voorhies, 
New Iberia. 

Mr. Ritchie spoke on the “Handy 
Road Map.” He declared that not 
only hardware merchants but all busi- 
ness institutions need a handy road 
map as a guide to proceed on the road 
to progress. Elaborating on this state- 
ment, he said that in business, the road 
map is simply a budget which deter- 
mines the expenditures for the year 
from the progress of the business. 
“The budget, in reality, is business con- 
trol and business control in turn is 
the handy road map,” he said. “A 
good business man can, by looking at 
his budget, tell how far he will pro- 
gress and this form of map has set 
many firms on the road to success.” 

“The new business man must keep 
his eye on profit less and the public 
more,” said Francis Voorhies, New 
Iberia, in his talk on “Refueling.” “He 
must be service minded. He will know 
that ‘the public be damned’ policy is 
a far less profitable motto than ‘the 
public be served’ and he will realize 
that if he serves the public with what 
the public deserves, a path will be 
beaten to his door and honor and profit 
will be his share.” 

Comparing the business methods of 
former days with those of today, Mr. 
Voohies showed the necessity for study- 
ing the business in hand from every 
angle before refueling. ‘“The type of 
store that is to be operated, its idea of 
service, the competition it has to meet 
and the kind of merchandise, will de- 
termine the occasions for refueling and 
the kind of fuel to be used,” he said. 
He drew a word picture-comparing the 
refueling of an automobile to that of a 
business and pointed out the dangers 
in the careless selection of fuel in con- 





trolling the remainder of the trip or 
the business year. 

A very attractive and interesting dis- 
play exhibited by the Attakapas Iron 
Works, Lafayette, in the Evangeline 
Hotel ball room, where the convention 
sessions were held attracted much at- 
tention. The display arranged against 
a background of orange and yellow 
crépe paper featured water pumping 
systems sold by the company with 
cards on the wall explaining the 
equipment in detail. 

The election of officers to serve for 
the new year was another event of the 
second day’s sessions, and the city of 
Monroe was chosen as the convention 
city for 1938, with the dates set for 
June 12, 13, 14. 

The selection of Monroe as the con- 
vention city was made following the 
invitation by S. H. McClary, secretary 
of the Monroe Chamber of Commerce, 
and Fred Williamson, representing the 
city. A proposal for a joint meeting of 
the Louisiana, Mississippi and Arkan- 
sas Associations is being considered. 

Officers of the Association elected 
were C. E. Schallenberger, of Ruston, 
president; Julius Dupont, of Houma, 
first vice-president; S. H. Porter, 
Many, second vice-president. J. R. 
Ritchie was given a vote of confidence 
by the association in his reelection as 
secretary. 

The advisory committee is composed 
of A. R. Smith, Covington; F. H. Du- 
vic, Gretna, and V. M. Fontenot, 
Eunice, and the directors are W. B. 
Life, Minden, Remy Charles, Algiers; 
H. J. Black, Jennings; D. Guillory, 
Mamou; A. H. Kussman, New Orleans; 
F. C. Willis, Ruston, and M. C. De- 
Larot, Monroe. 

Prior to the adjournment, President 
Schallenberger and Secretary Ritchie, 
speaking in behalf of the association, 
expressed thanks to the city for the 
hospitality extended the visitors to the 
convention. 

Entertainment features consisted of 
an informal dance in the ball room of 
the Evangeline Hotel Monday night 


,and a supper dance Tuesday night at 


the Lafayette Country Club. Joe Rivet 
and his Castle Garden Orchestra fur- 
nished music for the dancing, which 
was enjoyed until a late hour. 





NEXT WEEK: D. W. Atwater’s article on 
store lighting tells how light severs the cus- 


tomer purse strings. 


It is a real guide to 


proper lighting. Watch for it in Hardware 


Age for April 28. 
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They Appeal to Every Housewife 


Authorities tell us that most of the bath room fixtures sold now- 
a-days are bought by women customers. 


Therefore make your sale appeal to the women and make it 
with RINGCO Bath Room Fixtures. These beautiful fixtures 
appeal to every housewife because of their pleasing designs, 


superior finish and lasting ECONOMY. There are 28 differ- 


ent items in the new popular selling line of 


Chromium Finished 











X3218 Swing Wash Cloth Bar (3 Arm) 





Bath Room Fixtures 


ie i. Every item is absolutely RUST PROOF and TARNISH PROOF, be- 


Plated Line. 


cause the Chromium Plate is properly applied over a body of Heavy 
Nickel Plate on SOLID BRASS. Your customers can save money on 
RINGCO Brand, because of their PERMANENT DURABILITY. Send 
for Chromium Folder XA. It describes the entire fast selling Chromium 








We also make Eyelets, Grommets, Ferrules, Brass Castings, Up- 
holsterers’ Nails, Furniture Hardware and Special Brass Goods 
to Order. 








Waterbury 


BOSTON: 170 Summer St. 
CHICAGO: 29 E. Madison St. L 


AMERICAN RING COMPANY 


Sales Offices: 
t NEW YORK: 2 Hudson St. 
OS ANGELES: 1226 Crenshaw Blvd. 


Connecticut 


































COG GEAR 


PATENTED 


the ghost before their allotted time. 


quality at lower price levels. 


We all know just what is expected of the pump stand. 
Usually installed where it is exposed to the elements, 
and more often than not operated by a pumping jack or a 
windmill, it frequently receives more punishment than it 
deserves. That’s the reason so many pump stands give up 


Myers Patented Easy Operating Cog Gear Pump Stands 
have remarkable stamina—plus strength necessary to carry 
them through when pumping loads are heavy. Oper- 
ating 33 1/3 per cent easier than ordinary types of 
stands and fortified at vulnerable points with 
malleable iron parts, they outclass and outlast all 
cheaper types of stands. And now th 
they can be sold at NEW REDUCED 
PRICES, their value from the point of 
service becomes more alluring to the 
prospective purchaser who insists on 











Take Off Your-Hat=—" 
if Oo The ih 
MYERS 2 


PUMPS-WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 


HOSE 
ATTACHMENT 





1% 1% OR 








Ashland, Ohio 





The F. E. Myers & Bro. Co. 


2 IN. PIPE 
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Are YOU getting 
this Profitable Business? 





SBESTOS FIBRE COATING 


Roof coating time is here. Carey Asbestos 
Fibre Coating renews the life of composition 
roofs and wood shingles; it saves money for 
your customers and makes money for you. 
Packed in pails and drums, and in 1 gallon litho- 
graphed cans which are fine for shelf and win- 
dow display. 


Ok 


CZ. 


NOAHS PITCH /N TUBES 


The black, waterproof plastic for repairing 
leaks in roofs, cracks in cement foundations and 
sidewalks, and for caulking around window and 
door frames. Packed in handy tubes with long 
nozzle which enables material to be readily 
placed exactly where needed. 


RETAIL PRICES 


¥ Ib. tubes, 50c each 134 Ib. tubes, $1.00 each 
Packed 12 to carton Packed 6 to carton 







STOP-A-LEKE STYCK 


The asphalt compound in ready-to-use stick 
form. Proved by 25 years’ service. Stops leaks 
in roofs, buckets, tanks, boats, canoes, around 
plumbing fixtures, etc. Should be in every 
household—sells on sight. 


Retail price, 25c each—Packed 12 to carton 





Counter display and advertising matter in- 
cluded with every order. Write for liberal trade 
discounts and full information. 











THE PHILIP CAREY COMPANY 
Dept. H Lockland, Cincinnati, Ohio 








Ives Knocker 
Display Cabinet 


Comprises strong 
wood box lacquered 
in blended green and 
faced with removable 
sign in_ green and 
gold. Top tray holds 
four Ives knockers 
and is covered with 
quality velour of rich 
green color. Tray is 
removable and can 
be used in a variety 
of other displays. 
Back upright  dis- 
plays a fifth Ives de- 
sign. Main cabinet 
holds stock of 18 to 20 knockers, each packed in individual 
cardboard box. Display free with the following assortment 
of Ives cast brass door knockers, 2—70235, list $2.00; 2— 
75235, list $3.00; 3—71235, list $3.20; 3—72135, list, $3.30, 
and 2—74335, list $3.50.. The H. B. Ives.Co., New Haven, 


Conn. 








Dudley Combination 
Padlocks 


Known as Rotodial and 
Rotopoint models are self- 
locking. The Dudley Lock 
Corp., 26 N. Franklin St., 
Chicago, IIl., states that all 
clues to the combination are 
automatically disguised upon 
locking, without the neces- 
sity of turning knob or dials. 
The maker states that they 
have been tested in several 
laboratories for strength, du- 
rability and proof against 
picking and corrosion from 
moisture or acid fumes. 








Wm. Penn 


Lawnmower 


Has malleable 
iron frame, side 
plates, wheels 
and bar holding 
lower blade 
and roller 
brackets, Stay- 
tite handle. 
Five blades of 
crucible too] 
steel, oil hard- 
ened and tem- 
pered, are said 
by the Pennsylvania Lawn Mower Works, Primos, Pa., to be 
self-sharpening. Blades are given three separate grindings. 
Automatic spring adjustment on dirt-proof bearings on re- 
volving cylinder. All lubricating points protected by caps. 
Lower blade of crucible tool steel with raised cutting edge 
is screwed to bar and is easily replaced when worn out. 
Wheels of 10-in. solid type, 17-in. cut. Weight, 45 Ib., in- 
cluding handle. The maker guarantees the mower to be un- 
breakable. Attractive circulars in colors have been issued on 
various members of the company’s line. 
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Electro-Sheet 
Heating Pad 


Has three 
heats. Thorough- 
ly waterproofed 
and non-absorp- 
tive, says The 
Seamless Rub- 
ber Co., New 
Haven, Conn. 
May be used for 
moist or dry 
heat, according 
to the maker. 
Operates on 110 volts, A.C. or D.C. List price, $5.00. 





U. S. Army Hawk 
Flying Scale Model 


Measuring 24 in. is 
a replica of an Army 
pursuit ship, com- 
plete in detail. Em- 
pire State Model 
Aircraft Corp., 205 
West Thirty-fourth 
Street, New York 
City, N. Y., offers the kit, for making this model, complete 
with all materials for building, covering, etc., together with 
full sized detailed drawings. List price, complete, $1.00. The 
same company offers other kits for building autogiros and 
other flying models. 





. Chapin Lawn 
Edge Trimmer 
Made of high 
grade heavy 
gage steel with 
smooth, heavy 
varnished, hard- 
wood handle, se- 
curely fastened 
with strong, 
welded-on band. 
Digs an edge 
along the side- 
walk, cleans out 
small pebbles 
and other accu- 
mulation, be- 
sides removing 
earth and grass 
and trims the 
edge all in one 

operation. R. E. 4 

cperation. RE: LAWN EDGE TRIMMER 
Works, Batavia, a 

N. Y., states that it handles easily and does the work almost 
as fast as operator can walk along. With each initial order for 
one dozen or more lawn edge trimmers, the display illustrated 
will be sent. Display done in 5 colors measures 12 x 18 in., 
mounted on an easel. Suggested retail price 75c. to $1. Packed 
in burlap, six to a bundle. 










TRIM THE 
EDGES -OF 
YOUR LAWN 
in this easy 


NEW WAY! 
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ACCURATE, POWERFUL 
LOCK WORK 











ILLUSTRATION 
SHOWS 
wer as SIZE 


F LOCK 





The Big Value PADLOCK 
with Double Locking Bolt 


RETAILS FOR 25c 


PROTECTION in a padlock is no stronger 
than its insides. Eagle 4309G is a husky, de- 
pendable padlock because it has “Secure 
Lever” Lock Work. Eagle “Secure Lever” 
Lock Work is sturdy, accurate and reliable. 
In this lock the steel bolt locks the shackle 
at BOTH SIDES, and the bolt cannot move 
until the levers are set in just the right posi- 
tion by the key. Big value in this lock for 
your customers. Good profit—popular price. 





THIS LOCK IS NOW AVAILABLE ALSO IN 
THE 114” SIZE — NO. 4308G. 


excte {Bc ice CO. 
26 Warren Street -- New_York 


Branch Offices: 
521 Commerce St. '77-179N.FronklinSe 114 Bedford St 
Philadelphia, Pa. Chicago, Ill. Boston, Mass 
Works at Terryville, Conn. 
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AtiantA, GA.: Furnish address of 
the Ford Roofing Co.—East Atlantic 
Hardware Co. 

ANSWER: Ford Roofing Products 
Co., 529 So. Franklin St., Chicago, 
Ill. 

* * om 

Nort AruinctTon, N. J.: In a re- 
cent issue of HARDWARE AGE we noted 
an illustration and description of a 
new five gallon beverage container 
for home use. We have since mis 
placed the copy containing this item 
and desire the address of the maker. 
—Hoefer’s Hardware. 


ANSWER: The Tap-It beverage 
container mentioned is made by the 
Beverage Industries Corp., 1040 14th 
Ave., Detroit, Mich. 


* * * 


Bryan, O.: Where can we purchase 
rope cutting shears, having saw tooth 
blades?—The Williams County Hard- 
ware Co. 

ANSWER: J. Wiss & Sons Co., 29 
Littleton Ave., Newark. N. J. 


* * * 


Ripcewoop, N. J.: Furnish address 
of the General Glass Corp.—Ridge- 
wood Hardware Co., Inc. 

ANSWER: General Glass Co., 55] 
W. Monroe St:, Chicago, III. 


* * * 


New Lonpon, Conn.: Provide 
names and addresses of companies 
making dog food in meal form.— 
Schneider Hardware Co. 

ANSWER: Kennel Food Supply 
Co., Fairfield, Conn.; Chappel Bros., 
Rockford, Ill.; Thoro Bread Co., 
1125 W. 6th St., Cincinnati, O.; and 
Battle Creek Dog Food Co., Battle 
Creek, Mich. 


* * * 


Exxin, N.C.: Furnish address of 
the Bateman Mfg. Co., who make 
farm implements bearing the trade 
name Iron Age.—Elkin Hardware Co. 

ANSWER: F. H. Bateman Co., 
Ledger Bldg., Philadelphia, Pa. 








Ww 
ge 
Ly 
Information regarding 


sources of supply as pro- 
vided readers of Hard- 
ware Age by its Buyer’s 
Catalog Department is 
here presented as an aid 
to others in the trade 
who may be seeking the 
same articles. 











MuskeEcon, Micu.: Who makes the 
Whippet cream whip? — Towner 
Hardware Co. 

ANSWER: Duro Metal Products 
Co., 2649 N. Kildare Ave., Chicago, 
Ill. 


* * * 


FLORENCE, ALA.: Where can we 
purchase Keystone cattle de-horners? 
—The Darby Hardware Co. 

ANSWER: Jas. Scully, Pomeroy, 
Pa. : 


* * * 


Decatur, InD.: Furnish names and 
addresses of several manufacturers of 
small oblong rubber sponges used for 
cleaning wall paper, window shades, 
etc.—The Schafer Co. 

ANSWER: Auburn Rubber Co., 
Auburn, Ind.; N. & R. Specialty Co., 
212 N. Clinton St., Chicago, III; 
Rubber-San Products Co., 117 E. 
24th St., New York, N. Y., and Schil- 
ler Products Co., Peoria, III. 

- * * 


Hartrorp, Conn.: Where can we 
obtain Stronghold file handles?— 
The Tracy, Robinson & Williams Co. 

ANSWER: Henry Disston & Son, 
Tacony, Philadelphia, Pa. 


* * * 


Datias, Texas: Advise who can 
supply small aluminum plates im- 
printed with our advertisement, of a 
type suitable for fastening to lawn 


mower handles—Knox Street Hard- 
ware. 

ANSWER: Connecticut Name Plate 
Works, 277 Noble Ave., Bridgeport, 
Conn.; Etching Co. of America, 1512 
Montana St., Chicago, IIl., and Geo. 
J. Mayer Co., 142 So. Meridian St., 
Indianapolis, Ind. 


* * * 


Soutu Benn, Inp.: Who makes a 
tear-gas dispenser, similar in appear- 
ance to a fountain pen?—G. E. Meyer 
& Son. 

ANSWER: Federal Laboratories, 
Inc., 185 41st St., Pittsburgh, Pa. 


* * * 


CHARLEROI, Pa.: Advise where we 
can purchase a store front sign made 
on a wire frame with raised letters.— 
Grant-Bliss Hardware. 

ANSWER: Buffalo Wire Works 
Co., 498 Terrace St., Buffalo, N. Y.; 
Edw. J. Darby & Son, Inc., 342 Brown 
St., Philadelphia, Pa., and Fred J. 
Meyers Mfg. Co., Hamilton, O. 


* * * 


Rep Bank, N. J.: Furnish names 
and addresses of several manufac- 
turers of gates which can be opened 
without getting off a horse. Also ad- 
vise who makes a gasoline powered 
lawn roller.—Motor Truck Service & 
Supply Co. 

ANSWER: (1) Clay Equipment 
Corp., Cedar Falls, Ia.; Sioux Falls 
Metal Culvert Co., Sioux Falls, S. D., 
and Portable Elevator Mfg. Co., 
Bloomington, Ill. (2) Ideal Power 
Lawn Mower Co., 237 Lafayette St., 
New York, N. Y. 


* * * 


SoMERVILLE, N. J.: Who makes 
plant marking tags?—Somerville 
Hardware Co. 

ANSWER: E. B. Estes & Son., 23 
Vanderbilt Ave., New York, N. Y.; 
Bogert & Hopper, 223 Varick St., 
New York, N. Y., and Philadelphia 
Badge Co., 940 Market St., Philadel- 
phia, Pa. 
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and it will be good|| 
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HE American Screw Company makes 

all ofits screws by methods which ensure 
uniform quality in a product whose vol- 
ume runs into millions each year. 


The slots are all made to stand the twist 
of the screw driver; the threads hold; 
the gimlet points are sharp and strong. 


At your jobber’s 





You cannot sell a better screw 


AMERICAN SCREW G | 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SE.CHICAGO. ILL. 


Put lt Together With Screws 








woOoD TIRE STOVE MACTINE 
SCREWS BOLTS BOLTS SCREWS 
APRIL 21, 1932 














I SCREEN ean SETS} 





No. 1745 Screen and Storm Door Set 


-Joint Ornamental Hinge. Pivot pin feature 





( 


=" 


No. 1735 Screen Door Set 


Also featured in four popular finishes. 


The No.1740 and Other Fast-Selling Sets are ¥0 
Illustrated in the Latest GRIFFIN Catalog. 


ERI E, PENN SYLVANIA 





Branch Offices:- 
NEW YORK: 45 Warren Sr. BOSTON: 113 Purcuase Sr. 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Marker St. 


+t 


cos 


il. A Wrought Steel Set with No. 740Griffin Loose If 


ij enables convenient use of Screen and Storm ij 
= Doors interchangeably. Four popular finishes. 


# Another Wrought Steel Set with No. 730 # 
MW Griffin Loose Pin Hinge. Offers a practical, 
ll efficient Set to sell at an appealing low price. 
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Like a fine jewel in its clear brilliance, Lustraglass has set 
a new standard for window glass far above competition... 
Look along its smooth, beautiful surface or view it at the 
edge in comparison with any other brand . . . You must admit 
that Lustraglass is obviously superior. It is the whitest of all 
glass made for windows. It transmits more daylight and a sub- 
stantial amount of the shorter ultra-violet rays of sunlight, yet 
costs no more than ordinary window glass .. . Lustraglass is 


an ornament for any building. Specify it. Send for literature. 


' | Sangamo Time Switch 


| spring kept wound by constant speed 





AMERICAN WINDOW GLASS CoO. | 


Farmers Bank Building Pittsburgh, Pennsylvania 








Here’s your proof—29 days’ growth of tomato plant 
from seeds planted under (1) Lustraglass, (2) ordi- 
nary window glass... Note very marked differ- 


® 


| 
| 
| 
| 


ence in height, spread and root development. 


USTRAGLASS 


FLAT=-DRAW N Oe 


Y 























Is electrically wound, with main 


AC motor, having ten-hour reserve 
power to carry through any ordinary 
current interruption. The Sangamo 
Electric Co., Springfield, IIl., states 
that a jeweled balance with non-mag- 
netic, non-rusting, temperature com- 
pensating, special hair-alloy _hair- 
spring guarantees dependable timing. 
Mechanical contact has a slow open- 
ing and a small gap. Standard switch 
has levers for three complete daily 
operations, allowing for either one, 
two or three on-and-off periods each day. Manual operation 
does not affect the sequence of subsequent operations. Sun- 
day and holiday cutout is also supplied. Entire timing and 
winding mechanism is inclosed in dustproof case. Unit, com- 
plete with contact mechanism and molded bakelite connection 
block, is mounted in a pressed steel case having pry-outs in 
bottom and back for 34- and 14-in. conduit. 








Grinnell Electric 
Refrigerators 


With Grinnell “floated” unit, 
lists at $99.50. Heavy steel spe- 
cial treated exterior with three 
coats of white baked enamel on 
outside. . Three inches dry zero 
inistlation top, bottom and sides. 
Inside white porcelain enamel, 
three coats. Legs of heavy steel, 


11 inches’ high, __ porcelain 
enameled. Chromium plated 
hardware. Dimensions, height, 


58 in., width, 251% in., depth, 
21% in. Food storage capacity, 
4.7 cu. ft. Three shelves, bottom and defrosting tray, rigid, 
rustproof and removable. Three 21 cube capacity trays. Ven- 
tilation, nine louvers on each side near top of cabinet. Unit 
installed in top cabinet, removable in less than two minutes. 
Mounted on one piece steel base suspended on four large 
steel springs. All brackets and mountings are extra heavy. 
Cutler Hammer switch cold control, with automatic overload 
cut out, adjustable to nine points, Automatic on and off 
switch. Grinnell Washing Machine Corp., Grinnell, Iowa. 








Cleansbest No. 1671X 
Self-Wringing Mop 


Is a combination 
removable type, 
which may be used 
for wet mopping or 
dry dusting. Made 
of 4 ply long staple 
pure white strong 
cotton. Of simple 
rigid —_ construction, 
without intricate 
parts to get out of 
order, says H. Hertz- 
berg & Son, 41 E. 


llth Street, New 
York City. Remov- 
able head. Green 


enameled handle. 
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REAL Profit for you 


in Hammond Products 


Because repeat sales are assured. Used everywhere for over half a 
century. 


Because they are adequately advertised—In Magazines—Better Homes 
and Gardens, American Home, House & Garden, Horti- 
ture and other Garden Publications. 


Over Radio Stations—WGY (Schenectady), WLW (Cincin- 
nati), WOO (Davenport), WHO (Des Moines) and 
WFAA (Dallas). 


Because of our policy of liberal 
margins and full dealer protection. AMMOND'S 
Stock These Hammond Leaders 


SLUG SHOT WEED KILLER 
GRAPE & ROSE DUST 


Write for prices and sample dealer 
helps. 


Hammond 
Paint & Chemical Co. 
9 Beekman St., Beacon, N. Y. 
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SPEED UP 














Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 









The QUALITY 
Makes SALES 


A hardware merchant should be as 
particular about hose nozzles as any 
other merchandise. The quality 
of the SHERMAN Diamond Hose 
Nozzle makes it a profitable seller 
and helps sell other hose tga - 
the same dependable quality. 


Disinond 


ie NOZZLE 
Throws More Water Farther 


is made with larger, smoother water openings which 
enables users to cover and water more area in less 
time and shorten their sprinkling hours. When spray- 
ing, the piston-guide bears evenly against the smooth 
inside wall and keeps the spray 
point accurately centered— 
PATENTED feature which pre- 
vents an uneven spray. 


Made of Heavy Wrought Brass 
—extra durable. Priced so 
LOW that no one can offer 
a good reason for buying 
an inferior nozzle. 

Sold Through Jobbers 


H. B. SHERMAN 
MANUFACTURING CO. 
Battle Creek Mich. 


















ick Pro its FAST TURNOVER 
Uu U SELLS ITSELF 

The best can opener on the market—bar none. Sells on sight. 
The Vaughan Safety Rolj Sr. holds securely and opens any size or 
shape can. It leaves no ragged edges to cut the fingers, and it saves 
ali the juice. Adjustable trachket to fasten to wall or table. 


tad user a_ boost- 

A good - will 
builder as well as a 
profit-producer. 
Safety Roll 2nd and 
Safety Roll Jr. Can 
Openers are similar 
sensations in sales 
producers. 


~~ - Pye No. 
d prices. 


VAUGHAN NOVELTY MANUFACTURING Co., INC, 
World’s Largest Manufacturer of Can Openers 
3211 Carroll Ave., Chicago, Ill., U. S. A. 


Vaughan Specialties o. be obtained through the leading jobbers in the 
U. 8. A., Canada and foreign countries. 




















Good Management 


is merely the transmission 
of the intentions and pur- 
poses of the management 
through the staff to the 
customers. 








People Are LOCKING Windows 


Burglaries, kidnappings, petty thieving everywhere. 
People are cautious—they’re LOCKING their win- 
dows. 

The “IVES” Ventilating Window Lock fastens win- 
dows securely, yet allows entrance of fresh air with- 
out danger of intrusion. 














Easily applied—no 
mortising or cut- 
ting required. 


Sellingm 
Rapidly 


NOW 


Priced so all can 
afford them. Order 
now while the rush 
is on. Packed in 
two dozen lots in ¥ 
attractive  dis- 
play carton. 


“Quality 
Hardware 
Since 
1876” 


The H. B. IVES co., New Haven, Conn., U. S. A. 
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Syraco I-Beam Steel Bar Carpenter’s Clamp 


No. 110 has quick adjusting slide, with openings in the bar, 
which assure positive locking and absolutely prevent slipping, 
says the Syracuse 
Stamping Co., 1044 
S. Clinton St., Syra- 
cuse, N. Y. Slide eas- 


ily released and free- 
ly operated. Ratchet pawl in the slide, is made of hardened 


steel and is wide and compact. Equipped with combination 
crank and T-handle, giving speed and maximum pressure. 
Has free spinning wood handle reinforced py two steel fer- 
rules. Made with openings 2, 214, 3, 4, 5 and 6 ft., special 
lengths furnished upon application. 













LBON Bw 
“LINGERIE | Lingerie 
WASHBC Washboard 






Will fit into wash basin, for washing 
silk hose and lingerie. Made of white 
reinforced rubber with curved top to 
enable its fitting edge of basin. Illus- 
tration shows raised disc-shaped rub- 
bing surface. Boye Needle Co., 4334 
Ravenswood Ave., Chicago, Ill. Dealer 
cost, $3.60 per dozen. List, 50c. 


Due-Disc Weeder 
And Edger 


Has sharp, high-carbon steel 
disc, which takes up the weeds, 
stirs up soil and saves cultivat- 
ing, according to Granite State 
Mowing Machine Co., Hinsdale, 
N. H. Circular shape of weed- 
ing disc is said to cut down the 
resistance and reduce fatigue. 
Handle adjustable to different 


angles so that weeding disc will 
cut to varying depths. Disc may be sharpened with file. 





May be used to edge 
turf along sidewalks, 
driveways, flower 
beds, etc. Handle 
may be clamped ver- 
tically or on an angle. 


Disc clamp is loos- 
ened so that disc will rotate; disc is then pushed forward, 
operator getting pressure desired by placing his foot upon 
the pedal opposite center of disc. Suggested retail selling 
price is $1.25. 











Gillette Blue 
Blade Display 


Holds twenty packs of five 
Gillette Blue Blades, made tv 
retail at 50c. per pack. Dis- 
play card its attractively col- 
ored. Blades are also avail- 
able in cartons of 20 packs of 
five each or 10 packs of 10 
each. Blades, which are of 
blue color, are wrapped in 
blue packages, cellophane 
wrapped. Gillette Safety 
Razor Co., Boston, Mass. 

















Delta Redbird 
Electric Lantern 

Delta Electric Co., Marion, Ind., 
states that this lantern has dual-reflec- 
tion, giving two light results, 800 ft. 
concentrated beam or broad diffusion 
with no spot. Change from spot or 
spread by flip of control lever in base 
of lantern. Has 41% in. non-tarnishing, 
long range reflector and wide diffusion 
mat silver floating reflector. List price, less batteries, $2.00. 
Operates on 2 standard No. 6 dry cells. Stands 71% in. high. 
Finished in bright special Delta red enamel with chrome 
trimmings. Handles, two in back which fold flat against case 
when not in use. Handy carrying bail, may also be used for 
hanging lantern from nail, tree, etc. Attractive 4-color dis- 
plays available to Delta dealers. = 








Clean Up—Paint Up 
Display No. 22 

Featuring the slogan, “Clean Up—Paint Up— 
Catch Up With Repairs Now,” executed in col- 
ors, is available from the National Clean Up 
and Paint Up Campaign Bureau, 2201 New 
York Avenue, N. W., Washington, D. C. This 
display, with many other attractive display 
pieces, is illustrated in colors in the new sup- 
plies list, which will be sent by the bureau upon 
request. Background is cut away and cut out 
figures of workmen stand out in sharp relief 
several inches in advance of the plane of the 
right wing. Cost $1.50 each. Measures 32 
inches high by 45 inches wide. 
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SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 












Feature 


The Blair Jr. 


A practical min- 
iature Lawn 
Mower selling 
at a low price. 
Write for quo- 
tations on the 


Blair Jr. and 

complete _ line : 

of standard size / Rt | . 
mowers. coe )) Saga 


BLAIR MFG. COMPANY S*®!NSEIELD. 








THE NEW 
FAST SELLING 


PACKAGED NAILS 


No weighing—no loss in selling as 
with bulk nails, your customers 
get more and better nails to the 
pound. No scales, paper bags, or 
twine needed. Clean and easy to 
. handle. The convenient way to 
handle nails for you and your cus- 
tomers. 








Handsome display stand provided for dealer. Holds 
assortment of 140-5 Ib. cartons. Orcupies small 
space—gets instant attention—creates rapid turn- 
over. For further information, write direct to 


NORTHWESTERN BARB WIRE CO. 
STERLING Since 1879 ILLINOIS 


STANDARD 7. COUNTRY 
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Known everywhere by name 
and recognized as the stand- 
ard friction tape of the coun- } 
try—Bull Dog Friction Tape. HIT STICKS. r wn 
Nationally advertised. 1, j ; F 
2, 4 and 8 ounce rolls. 
In full color cartons 
packed in full color dis- 
play containers. 


BULL DOG 


FRICTION 


TAPE 
BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 


Mi eer OR,, on vy OW 
. 


WOVEN a 
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PLYMOUTH PropuctTs 
—— BIG SELLERS 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big 
demand right now. Shoes are 
worn longer—men are “half- 
soling their own.” Display Ply- 
mouth Cobbler sets on your 
counter and in your window 
and watch them sell. Plymouth 
Products also include ‘Gem,” 
“Little Giant,” ‘Never Fail” 
and “R & H” Corn Shellers and 
“Rapid” and ‘Korn’ King” 
Grist Mills. Write for catalog 
and low prices. 





€N 
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BOOT,» SHOE 
REPAIRING 


THE FATE-ROOT-HEATH CO. 
1322-1358 High St., 
Plymouth, Ohio 


COBBLER 

















ALL STEEL 


For Heavy Work in Exposed Places 


Contact with heat, dampness, steam, acids, water, 
insects, etc., soon ruins wood handle wrenches. 
None of these, nor the heaviest work can ruin a 
Coes All Steel Wrench. Sizes: 6” to 21”. Your 
Jobber will supply you. 


BEMIS & CALL COMPANY Springfield, Mass. 


The Mark of 


Sound Shovel Buying 


Dealers featuring the A-B-W line are placing 
themselves in the best possible position for secur- 
ing the profitable Spring shovel business. 

When you offer such brands as Genuine O. Ames, 
Red Edge, Monongah, Carter Knoxall, Bronco, 
Pony, etc.—it isn’t necessary to explain how good 
they are. 


AMES-BALDWIN-WYOMING SHOVEL CO. 
General Offices: Parkersburg, W. Va. 











A Handsome Shovel-Rack with an Order for Two Dozen 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 


Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 





Set Solid, Minimum of 5 lines....... $3.00 
Each additional line............. -60 
All Capitals, Minimum of 5 lines.... 4.00 
Each additional line............. -80 


Average 10 words to a line 
Allow One Line for Keyed Address 


Po wiceae DISPLAY RATES 





Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Advertisements. 


HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 
publication. 














sertion. 











Remittance Must Accompany Order 
Samples of merchandise, literature, catalogs, etc., will not be reforwarded 


Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 











HELP WANTED 





ACTIVE SALESMAN WANTED with established following among 
Hardware and Paint Stores to handle the famous Tom Thumb 10c and 
25c line of Paints and Enamels. Address TOM THUMB LABORA- 
TORIES, 72 Warren St., New York City. 





SALESMEN WANTED—A leading Metropolitan hardware jobber de- 
sires salesmen having a dealer following to travel in each of the following 
territories: Westchester, Upper New York City, Bronx, Northern New 
Jersey and Western New Jersey. Address Box J-754, care of HARDWARE 
AcE, New York City. 


SALES REPRESENTATIVES WANTED 





SALESMEN WANTED with established retail cutlery, hardware, drug 
and department store trade, to carry side line of highest quality razor 
blades. -Straight commission basis. Full credit on repeat business. State 
age, experience, companies represented and actual territory covered. Only 
those whose reputation can be thoroughly examined need apply. Address 
A. HIDDE, P. O. Box 647, C. H. Station, New York City. 





SALESMEN WANTED: To sell, as a side line, on a commission basis, 
the well-known line of ARLINE STEEL RULES. Liberal commissions 
paid. Answer giving particulars of territory covered and lines carried. 
Kirsh & Kirsh, Inc., 167 Madison Ave., New York City. 








POSITIONS WANTED 





RETAIL HARDWARE MAN with twenty years’ experience in both 
retail and wholesale hardware business, sporting goods, paint and household 
supplies. Forty years of age, sober and industrious. Capable of taking 
charge and handling men. an furnish first class references. Free to go 
anywhere. Middle West or South preferred. Address Box J-603, care 
of Harpware Acz, New York City. 


ROPE SALESMEN wanted for New Jersey, Delaware, Pennsylvania, 
New York, Michigan, Indiana. Sideline 5% commission. Address UNITED 
FIBRE COMPANY, 82 South Street, New York City. 





SALES ACCOUNTS WANTED 





POSITION WANTED—Young man with very thorough training in 
wholesale, retail business. Past eight years selling in retail hardware, 
housefurnishing and paint stores. Experienced with windows, displays, 
keys and lock repairs. Pricing, care of stock, etc. Reasonable salary ex- 
pected, Christian, age 35, single. References furnished. New York and 
ae preferred. Address Box J-742, care of Harpware Ace, New York 

ity, 





POSITION WANTED—Young man, 30 years of age, with 12 years 
hardware, housefurnishing and sporting goods experience, desires position 
as floor salesman with reputable firm, salary moderate, will consider 
traveling, willing to go any part of United States, have experience in — 
as well as wholesale, can furnish best of references. Address Box J-743 
care of Harpware Ace, New York City. 





HARDWARE SALESMAN and sales manager, age 34, educated, ener- 
getic, successful, with thirteen years’ experience in wholesale hardware 
business, desires connection with Southern jobber who is a to build 
up sales organization. Capable of sales promotion both by mail and per- 
sonal contact. Best references. Address Box J-759, care of HARDWARE 
Ace, New York City. 





SALESMAN acquainted with wholesale, retail hardware, furniture and 
department store trade in Cleveland and northern Ohio, desires connection 
with reputable manufacturer on commission basis. Will only consider a 
quality line and can assure manufacturer real sales effort will be put -be- 
hind it. Address Box J-761, care of HarDwARE AGE, New York City. 





YOUNG MAN—High School graduate, six years’ experience in builders’ 
hardware, plumbing and electrical supplies, wishes connection with manu- 
facturer or general hardware store in growing town. Capable and willing, 
A-1 references. Address Mr. S. Spondry, 80 Blake Avenue, Brooklyn, N.Y. 





YOUNG MAN, 33 years of age, 10 years’ experience at Hardware and 
Housefurnishings, wishes position on inside or outside work. Sales posi- 
en preferred. Address Box J-758 care of Harpware AcE, New York 

ity. 





BUSINESS OPPORTUNITIES 





_ FOR SALE: Established Hardware Business on Main Street of Grow- 
ing Community in New Jersey. 36 miles from New York. Address Box 
J-760, care of Harpware Ace, New York City. 
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BUILDERS HARDWARE M AN with twenty-five years’ experience, 
located in Syracuse, N. Y., would like to open up_as a Manufacturers’ 
agent a Builders Hardware and Builders Hardware Specialties. 

Would like to hear from various concerns that would be interested in same. 
Am 41 years of age, married and ee _— children. Address Box J-763, 
care of HarDWARE AGE, New York 





WE NEED one more good line for Hardware and Electric Jobbing and 
Retail Trade for the Eastern Seaboard. Now representing one of the larg- 
est manufacturers ¢ Electric Fans and Ventilators in the country. Wide 
acquaintance with Electric, Hardware and Department Store trade. Ad- 
dress JOHN E. McCRADY, 2 East 23rd Street, New York City. 





MANUFACTURERS REPRESENTATIVE covering Pacific Coast and 
contacting hardware and household jobbers wants one more live line on 
commission. Address Box J-762, care HarpwareE Ace, New York City. 








Make Your Wants Known 


If it’s 
want to buy — make your wants known in 
Harpwarke AcE, the “News-business” paper of 
hardware retailers and wholesalers all over 


the United States. 


Hardware you have for sale or 


Harpware Ace will bring buyer and seller 
together at minimum cost. 

















HARDWARE AGE 
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SENSATIONAL 
50 CENT SELLER 


The New FORSBERG Whale Brand 
Nickel Plated Hack Saw Frame 
with Reinforced» Rubber. Pistol 
Grip can be retailed profitably for 
50 cents. That’s about what chain 
stores charge for WOODEN handle 
pistol grip frames. Steel insert 
welded inside frame reduces spring 
tension and eliminates handle 
breakage. Handle is moulded un- 
der 75 tons pressure. Frame ad- 
justable 8 to 12 ins. Blades can be 
faced in 4 directions. Frame is 2% 
in. deep. Packed in individual 
boxes, without blade. Standard 
cases of 5 and 10doz. Fastest seller 
on the market. Order from your 
Jobber. If he cannot supply you, 
write to us and mention his name. 


The FORSBERG MANUFACTURING CO. 


Bridgeport, Conn. U.S.A. 


“Hack Saw Frame Specialists” 
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m4 TRADE ap 
=P XCELSION = 
A Good Wall Brush 


Here is a brush that is 
good all through, good 
pure bristles—good set- 
ting—thin plug in center 
—good ferrule and a 
handle that affords a 
good, comfortable grip. 


Wherever sold EXCEL- 
STOR Wall or Flat Paint 

_ Brushes are giving entire 
satisfaction and building 
a profitable brush trade 
for dealers. Style shown 
is made in 4 sizes. Many 
other popular selling 
Paint and Varnish 
Brushes. 


Write your Jobber for 
Catalog and Prices. 














Made by EDWARD E. ROBIN SON 
347 West Broadway New York, N. Y. 














Mr. Dealer— 


Here’s a DEMONSTRATION OFFER 
to introduce Wilder’s LION TAPS 





No. D40 LION DEMONSTRATION CARTON 


Contains one dozen pairs of Men’s LION TAPS in 

assorted grades 10c. to 35c. per pair, complete with nails. 

You can secure this trial assortment through your 
jobber at $1.65. Retail value $2.50 


WILDER & COMPANY, MERS. 
1038 Crosby St., Chicago, IIl. 


























There's Always a 
READY MARKET 


for 
HOUSE FURNISHINGS 


4 Housefurnishings ju di- 
ciously merchandised 
carry a neat profit. This 
steady income acts as a bal- 
ance for seasonable items. 
Furthermore, Housefur- 
nishings play a large part 
in inducing women to pat- 
ronize the neighborhood 
hardware store instead of 
department stores. 


Read the editorial and 
advertising pages of Hard- 
ware Age and keep posted 
on this line. 


Hardware Age 


239 W. 39th St. N. Y.C. 











HARDWARE AGE 
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Ay If it's Worth Painting Di 
It's Worth a = ‘ 
WoosTeRt®s BRUSH 


THe Bristces Can't Come Our /. 






| Woo 


There’s no doubt about it. The 
Wooster Sampler swinging metal panel 
is the greatest space saving, sales mak- 
ing brush display ever devised. 


But that’s not all. The Sampler pro- 
vides a practical stock control system 
which enables you to reduce brush in- 
vestment 1/3 to 1/2. Just think! 
No “odd lot” brushes to dispose of at 
a loss. No duplicating brush lines to 
clutter up stock and confuse buyers. 
The 26 Sampler brushes displayed on 
the panel are a model stock of best 
sellers. All the kinds and styles 
needed to satisfy 95% of the cus- 
tomers of the average retail store. 
Concentrate on these numbers— 
put in a few of each—replace the 
brushes to the panel as you sell. 
Simple, isn’t it? Why not try it 
in your store? There’s no risk— 
no extra expense. You buy the 26 


“Ted the Tester” 
the best known good 
brush trademark. 
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(Yes! The SAMPLER is a Knock-| 
; out BRUSH DISPLAY.. But thats 
gonly the Ha/fof it. .The other | 
half is this Handy Stock 
Control Plan... It’s the Best 
§ Profit - Boosting Feature of Bel 





Sampler brushes at $12.75. The 
swinging display panel, model stock 
control system and special advertising 
come FREE! Ask your Wooster jobber 
or send the coupon. We’ll furnish 
complete details without obligation. 


WOOSTER 
SAMPLER 


A Complete Simplified Brush Selling System for $12.75 


Pes ese ee see SS SSeS ES SS SSS SS SSS 
THE WOOSTER BRUSH CO., Wooster, Ohio (h-4-21-32) 


Gentlemen: 

A plan which simplifies brush selling—reduces inventory 
and increases profits is worth considering. Send complete 
details of the Wooster Sampler system. 


NAME ..........-..- 


ADDRESS: ikke se ioe k one See nes oe Sb ee Ree we eRe eS 


(Sa ee ee eee eee ee 


JOBBER’S NAME ............0--0 cee ceceeeeeeceeeeeeee 
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ORIGINAL 
CLINCHER MENDER 
a i 


\ 
Lee 
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tli to ‘Adjust ” Be _ Makes a Lawn 
Simply Bs. areal Fairyland 
Let ’er Run '°: Beautiful—Attractive 


“CRESCENT” 
FOUNTAIN SPRINKLER 


Why Dealers Prefer the 
“Whirling Fairy” 


1. A distinctive type—No other sprinkler like it offered 
by any other manufacturer. 


2. Sold only through jobbers for distribution to the retail 
trade. 


. A popular seller at $1.50 giving a just profit to the 
dealer. 


Ask your jobber salesman for details. 


, L. R. NELSON MFG. CO., Inc. 
Peoria, Illinois 


Catalog and Electros on Request 


SOLD ONLY THROUGH JOBBERS 


“CROWN"SPRINKLER 


FOUNTAIN 
SPRINKLER 


HARDWARE 
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